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By ROBERT B. MITCHELL 


NEW YORK—Prospects for a verbal 
duel between opposing counsel in Con- 
necticut General Life’s suit to reverse 
the New York department’s denial of 
‘ife companies’ right to own fire or 
casualty insurers faded abruptly when 
Judge Aaron Steuer in supreme (trial) 
court here told the litigants that if 
they wanted an oral argument on the 
company’s motion for summary judg- 
ment he would decide on the basis of 
the oral argument alone. 

Since both sides felt the case to be 
much too important to be settled with- 
out the court’s perusal of all the per- 





tinent papers, they quickly backed 
away from the oral agrument pro- 
cedure. 
Presents 40-Page Memorandum 

Connecticut General presented a 40- 
page memorandum in support of its 
motion. The attorney-general, who 
represents the department, was given 
till Feb. 10 to file a reply, after which 
the company will have two days for its 
answer. It is quite likely that the case 
will be decided without the court’s 
hearing any oral argument at all. 

The court also has before it a stip- 
ulation between the company and the 
department as to all relevant facts, 


Conn. General Life Says N.Y. Law 
Doesn’t Prohibit Fire Subsidiary 


since no questions of fact are in 
dispute. The only thing before the 
court is the interpretation of the law. 
The company is seeking a declaratory 
judgment to the effect that the de- 
partment is misapplying the law and 
the law is being made unconstitutional 
by the department’s interpretation of 
it. 

The argument portion of Connecticut 
General’s memorandum or brief deals 
with two main points: 

1. That sections 193(2) and 42(3) 
of the insurance law do not prohibit 
an out-of-state life company from 
acquiring a controlling interest in a 

(CONTINUED ON PAGE 26) 





Record $502 Billion 
Ordinary Sold In 
1959+ Dec. Gain 8% 


Ordinary life sales in 1959, accord- 
ing to LIAMA, totaled a record $50,- 
539,000,000, a 6% gain over 1958 or- 
dinary sales, which confirms earlier 
predictions of a new high of $50% bil- 
lion made by Clarence J. Myers, 
president of Life Insurance Assn. and 
of New York Life, at the annual 
meeting of LIA in New York last De- 
cember. 

December ordinary sales were $4,- 
924,000,000, an increase of 8%. 

Sales of all types of life coverage 
in. 1959 amounted to $69,211,000,000, 
up 4%, and for the month were $7,- 
784,000,000, a 9% rise. 

Group sales, which represent only 
/nNew groups set up and not additions 
to group contracts already in force, 
were $11,842,000;000 in the 12 months, 
a3% decline, and for December were 
$2,333,000,000, a 12% gain. 

Industrial sales were off 2% for the 
year and totaled $6,830,000,000, while 
December industrial sales were $527 
million, down 1%. 

Sales in Hawaii are not included in 
either 1958 or 1959 figures, although 
$133.5 million of life coverage was 
sold there during the four months in 
1959 since it became a state. Totals 
in 1958 do not include $46 million of 
coverage sold there:in 1958. 


Top Agents To Be Honored 
By Boston Managers Assn. 


The outstanding agent of each of 48 
Boston agencies will be honored at the 
annual “man of the year” dinner of the 
Boston General Agents & Life Man- 
agers Assn. Feb. 10. 


NALU Nominators 
Intensively Seeking 
Able Candidates 


The National Assn. of Life Un- 
derwriters nominating committee, 
headed by Mrs. 
Elsie S. Doyle, Un- 
ion Central, Fort 
Lauderdale, Fla., 
is making an in- 
tensive drive to 
obtain as many en- 
dorsements of able 
candidates as_ it 
can for considera- 
tion at the NALU 
midyear meeting 
at Louisville next 
month. 

“Not only are 
we attempting to produce an outstand- 
ing officer and trustee slate for 1960, 
but it is our hope to build up a prospect 
file to which future nominating com- 
mittees can turn for suggestions,” said 
Mrs. Doyle. “It is the committee’s sin- 
cere belief that if enough prospective 
candidates can be lined up—especially 
from the ranks of combination compa- 
ny representatives and field agents— 
we can make sure that our nominees 
are chosen on merit and not because 
they remained on the list after other 
candidates have been eliminated on de- 
merit.” 

Endorsements of state and _ local 
associations, with completed question- 
naires and accompanying resolutions, 
should go to Mrs. Doyle at Box 4603, 
Fort Lauderdale, Fla. Copies of the 
endorsing resolution should go to the 
other nominating committee members 
—L. Mortimer Buckley, 1304 Mercan- 
tile Dallas Building, Dallas, Tex., Roy 
D. Simon, 1 North LaSalle Street, 
Chicago, Ray H. Wertz, 2840 Guardian 
Building, Detroit, and William W. 
Wray, 1423 East McMillan Street, Cin- 





Elsie S. Doyle 


House Committee 
‘Toying’ With Idea 
Of Life Inquiry 


WASHINGTON—The House judici- 
ary committee is ‘toying’ with the idea 
of an anti-monopoly investigation of 
the life insurance business, according 
to Chairman Celler. 

Beyond that statement, which was 
in answer to an inquiry from THE Na- 
TIONAL UNDERWRITER, Rep. Celler 
would not elaborate on what the com- 
mittee might have in mind. 


Gives House’s Reasons 


Mr. Celler said, however, that the 
fact that the anti-monopoly subcom- 
mittee of the Senate judiciary com- 
mittee had closed off its insurance 
inquiry before getting to the life insur- 
ance business had nothing to do with 
the house committee’s consideration of 
an investigation. 


Metropolitan Has 
New Weight Tables 
For Longer Living 


Difference Between Average 
And Optimum Found Greater 
Than In Previous Studies 


NEW YORK—The man who wants 
to improve his chances for a long life 
will have to get his weight farther be- 
low the average for his height and 
bone sructure than his father did, ac- 
cording to Metropolitan Life. 

The company this week released a 
new table of desirable weights for 
each height and for each of three 
frame-size categories. At a news con- 
ference, President Cecil J. North and 
other officials explained the need for 
getting people started on weight con- 
trol programs while still in their 30s, 
instead of delaying until they have 
put on so much weight that they 
must take off a discouragingly large 
number of pounds. 


What Weight Control Can Do 


What weight control can do is illus- 
trated by this example: A man 45 
years old of medium frame who is 
five feet eight inches tall and weighs 
about 150 pounds (which is within the 
range of desirable weights) can look 
forward to about four years longer life 
than a man of the same height and 
frame weighing 200 pounds, which is 
about 35 pounds above average weight. 
He can look forward to a year and a 
half longer life than a man weigh- 
ing 170, which is close to average. 

Further evidence that weight reduc- 
tion pays off in increased longevity is 
provided by an actual study of the 
experience on overweights who re- 
duced, according to Metropolitan. 

The primary conclusion from 
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At the refresher school of the Atlantic Alumni Assn, of LIAMA schools in 
agency management at Haddonfield, N.J.: from left, Kent Babcock, Aetna Life 
general agent at Philadelphia, Philip Yost, LIAMA senior consultant and in- 


stuctor at the refresher school, M. Albert Linton, director of Provident Mutual 
Life, Robert L. Snowden, manager Metropolitan Life, Trenton, N.J., president 
elect of the association, Arthur W. Schmidt, New England Life general agent 
at New York and immediate past president of the association, Chester R. Jones, 
general agent of Massachusetts Mutual at Washinton, vice-president elect, and 
Charles K. Reid II, LIAMA senior consultant and instructor at the refresher 
school. Robert E. Wilkins, Prudential manager at Hartford, was elected secre- 


Featured speaker will be Earl Night- 
ingale of Chicago. 

President Laurens F. Bruno, Equit- 
able Society, association president, will 
Present to each “man of the year” a 
framed, hand-lettered certificate. 


cinnati. 


Bankers Life of Nebraska has in- 
creased policy interest rates on pre- 
paid premiums to 4%. The new rate 
applies to funds deposited with the 


Attendance of about 400 is expected, 
More than double last year’s. 





XUM 


company after Dec. 31, 1959, and re- 
places the former 344% rate. 


tary-treasurer of the association. 





N. Y. State Bar’s 
Insurance Section 
Draws Record Crowd 


NEW YORK—tThe annual meeting 
of the New York State Bar Assn.’s in- 
surance section, held in conjunction 
with the association’s meeting here, 
was attended by its biggest crowd ever 
—230 attorneys out ot its now record 
membership of some 500. 

Donald W. Kramer, Binghamton at- 
torney, was elected chairman and 
Frederick M. Benson, with Lumber- 
mens Mutual Casualty in New York 
City, was named vice-chairman. David 
W. Lee Jr., Norwich attorney, was 
elected secretary and Harry J. McCal- 
lion, associate general counsel of New 
York Life and the section’s retiring 
chairman, became chairman of the ex- 
ecutive committee. 

Approximately 125 attended the pre- 
convention dinner at the Manhattan 
Club. This was a feature inaugurated 
last year, and this year’s speaker was 
Devereux C. Josephs, retired chairman 
of New York Life, who discussed the 
changes in the growing complexities of 
a modern economy and society. Mr. 
McCallion presided 


Law Research Centers 


Mr. Josephs, among other things, dis- 
cussed the problems of lawyers in the 
changing modern social and economic 
organism. Should the profession, he 
asked, organize non-profit centers on 
methods for improving and coordinat- 
ing the law—statutory, decisional and 
procedural? Why have lawyers failed 
to project to the public a better image 
of their profession? he asked. Perhaps 
they need to utilize, by organized ef- 
fort, modern methods of communica- 
tion to refocus the great body of con- 
scientious, honest lawyers. 

He also suggested that the bar as- 
sociations might promulgate and ade- 
quately publicize reasonable flat fee 
schedules to encourage individuals to 
consult them. Lawyers might also 
utilize electronic devices and processes 
to simplify the vast and expanding 
body of law and accelerate the tempo 
of their research. 


Lawyers And Life Insurance 


During the section’s meeting the 
following day, speakers on life insur- 
ance subjects included Denis B. Madu- 
ro, New York attorney, and Edwin M. 
Jones, counsel of New York Life. Mr. 
Maduro outlined how life insurance is 
used by law firms and covered such 
subjects as fringe benefits for general 
employes; fringe benefits for non- 
partners; partnership buy and sell ar- 
rangements, and the different types of 
coverage that can be used. 

Mr. Jones’ speech was on the uses 
and some of the legal aspects of life 
insurance in closely held corporations. 

In,a panel on recent developments 
in insurance legislation, Samuel M. 
Lane, New York City attorney, cov- 
ered the life insurance aspects of the 
subject. 


Milwaukee Estate Planners 


Elect Nussbaum President 
A. Jack Nussbaum, president of 
Northern States Life, has been elected 
president of Milwaukee Estate Plan- 
ning Council. A. W. Anderson, assist- 
»t vice-president of Marshall & Ilsley 
' -rice-president and 
‘aw firm Foley, 
s elected sec- 
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1959 1958 1959 1958 Insurance 

New New Increase in Increase in In Force 

Business Business Insurance Insurance Dec. 31, 1959 

In Force In Force 

Bankers Life, Ia. ............ 500,505,944! 467,502,677 276,740,557 288,402,313 3,549,394,147 
Berkshire Life _................. 59,726,139 61,306,713? 19,449.781 20.485,403 592.440,377 
Business Men’s Assur. .... 425,055 1343 363,634,113° 207,501,909 188,653,594 1,734,989,149 
Crown Life, Can. ... 387,624,255 353,701,561 263,422,096 237.151,811 2,133.503.810 
Franklin Life _........ 902,730,685 750,598,729 429.991,522 364,811,714 3,596,243,114 
Investors Syn. L.& 80,486,674 1,357,619 76,916,535 1,348,619 78,896,654 
Jefferson Standard . 234.572,085 217,696,195 114,616,120 95,304 675 1,918,487,658 
London Life ............... 769,177,253 629,458,503 563,269,832 418,188,034 5,182.575,846 
Mass. Savings Life 57,512,967 50.903,115 37,454,482 33,765,390 637,888.154 
Minnesota Mut. ..... 397,461,339 389,235,342 325,528,926 280,042,433 2,450,157,918 
National Life, Vt. 469,716,217 298,631,823 346,651,889 183,640,419 § 2,565,687,421 
Nationwide, O.. ..... 349,413,727 231,522,507 265,703,003 170,570,761 1,597,892,351 
Northwestern Mut. . 915,673,694 780,625.885 561,803,119 440,793,281  9,898,077,523 
Sun Life, Md. 112,845,212 103.169,787 46,872,044 34,759,037 588,289,185 
Union Mutual 93,008,079 160,929,470 86,678,217 123,413,948 1,018,478,257 





New business figures include the following amounts of revivals and increases for 1959 and 


1958, respectively: 
046,399. 


1 $67,656,933 and $47,477,141; * $473,965 and $814,653; 





N. Y. CLUs, CPCUs Join To Debate 


One-Stop Insurance Sale’s Merits 


By JUD HIGGINS 


The public demand for one-stop 
shopping will have an increasing ef- 
fect on insurance marketing, but there 
are kinks in the idea of life and fire- 
casualty combinations which have still 
to be worked out; and whether or not 
all-lines coverages are a good thing for 
the agent or the public is in doubt. 

This was the consensus of panelists 
at a joint meeting of New York City 
CLU and CPCU chapters. Participating 
in the discussion were Edwin S. Over- 
man, assistant dean of the American 
Institute for Property & Liability Un- 
derwriters, Harry Phillips, Penn Mu- 
tual Life, a director of the New York 
CLU chapter and Melvin Warshaw, 


Midwestern States 
Have Largest Block 
Of Industry Funds 


Life companies in the United States 
have their largest block of funds— 
$16,370,502,000 at the beginning of 
1959—invested in the five midwestern 
states of Ohio, Indiana, Illinois, Michi- 
gan and Wisconsin, according to Life 
Insurance Assn.’s annual report on 
regional investments of life companies 
having 85% of the assets of all US. 
companies. Investments in this area 
increased $498,895,000 from the begin- 
ning of 1958 to the start of 1959. 

Largest percentage gain of invest- 
ments in the year was in the three 
Pacific and eight mountain states with 
each showing a 6.5% rise. Pacific states 
had the largest regional increase, 
$651,584,000, making total investment 
at the start of last year in that region 
$10,609,337,000. The mountain states 
increase of $214,957,000 brought in- 
vestment there to $3,533,507,000. 


Middle Atlantic Gains 


The middle Atlantic states, New 
York, New Jersey and Pennsylvania, 
which account for the greatest ag- 
gregate of policyholder reserve funds, 
had total investments of $15,293,483,- 
000 at the beginning of 1959, an in- 
crease of $528,254,000 in the year. 

Analysis of individual portfolios 
revealed that the east north central 
states had the largest block of public 
utility securities, $2,825,018,000, the 
largest block of industrial and mis- 
cellaneous securities, $4,234,107,000, 
and the largest mortgage investment, 
$5,517,228,900. The middle Atlantic 
states led in real estate investment 





with $1,111,043,000, and in policy loans 
with $908,552,000. 


partner in the firm of Wolkenberg & 
Warshaw. 

Mr. Overman, who acted as modera- 
tor, said that the trend toward the 
one-stop sale was caused by the need 
for professionalism “which means un- 
derstanding all the insurance needs 
of the family,” he said. 

Mr. Overman mentioned several fac- 
tors that are making the gradual 
change to package sales evident and 
are breaking down the distinction be- 
tween life and general insurance. 

Compulsory courses in business col- 
leges teach young men about the 
whole field of insurance. Life agents 
are talking about how the sale of gen- 
eral insurance is the best entree to 
the sale of life insurance. Monthly pay- 
ment plans are planned to budget a 
family’s entire insurance program. 


Cheaper Early Premiums? 


The suggestion has been made that 
the fire-casualty package could be 
made cheaper during the first five 
years, just as in the case of modified 
life. This would be especially useful in 
getting the business of young execu- 
tives who would later be in a posi- 
tion to bring substantial business in- 
surance into the insurance company. 

In spite of the current antipathy 
against Mutual funds, they are a nat- 
ural tie-in with life insurance sales, 
Mr. Overman said. All these points 
were challenged from the floor in a 
lively discussion. 


Sees Life Insurers In All Lines 


Harry Phillips predicted that the 
huge field force and the mechanization 
of the life companies would bring them 
inevitably into the fire-casualty busi- 
ness. He thought the New York su- 
perintendent’s controversy with several 

(CONTINUED ON PAGE 31) 
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MDRT Qualifiers To 
Feb. 1 Exceed 600; 
2,800 Total Seen 


With four weeks to go to the Marc 
1 deadline, more than 600 applicant 
for the 1960 Million Dollar Roun; 
Table had received their notification; 
of qualification from MDRT Chair 
man Robert S. Albritton. Providen 
Mutual, Los Angeles, by Feb. 1. 

The requests for applications an} 
the number of applications receive) 
to date reflect a continued growir 
interest in Round Table membershi, 
according to Mr. Albritton. He sai 
that if the expected number of appli. 
cants meet all requirements by th 
March 1 deadline for filing applica. 
tions, the membership in the Roun 
Table this year should approxiaal 
2,800. 

“It may seem early to be thinkin 
about 1961,” Mr. Albritton adda 
“but I’d like to remind all who beliey 
they have even an outside chance , 
making the ’61 Round Table that 
deadline for their NALU dues is Apr 
15, 1960. This applies to first-tim 
1961 qualifiers, present members anj 
even life members. It’s a by-laws re 
quirement and no exceptions can k 
made.” 


National Old Line, 
National Equity Life 
Preparing To Merge 


Plans have been announced for thi 
merger of National Old Line and Nz 
tional Equity Life of Little Rock. : 



















tional Old Line will be the survivir 
company with about $500 million i 
force and $50 million in assets. Th 
company will wind up with a capita: 
surplus exceeding $9 million and wi 
be licensed in 49 states. 

William E. Darby, chairman of N- 
tional Old Line, will continue in thi 
position, and Robert D. Lowry, pre. 
ident of National Equity, will be vice 
chairman and treasurer. Charles i 
Anderson will be president. C. E. Low 
ry, chairman of National Equity, wil 
retire from active management bi 
will serve in an advisory position. 

The merger will be accomplished h 
reinsurance and a_e stock exchang 
subject to approval of the director 
and stockholders. The rate of e& 
change has not been announced. 

Insurance Club of Minneapolis wil 
hear John Kundla, basketball coac: 
of University of Minnesota and for 
merly ccach of the Minneapolis Laker 
pro team, at the Feb. 8 meeting. 








sioned by all field and home office associates of the company to observe 


General Amer 
ican Life Pres 
dent Frederic ¥ 
Peirce (seconi 
from right) is cor 
gratulated by &% 
Louis Gener! 
Agent W. Stanle 
Stuart (secon 
from left). Occ 
sion was the prt 
sentation of an @i 
portrait of M 
Peirce commis 





president’s 50th birthday. Mr. Stuart represented General American Life Ge 
eral Agents’ Advisoy Council at the presentation. ceremony. Representative 
of other employe groups sponsoring the portrait gift are, from left, How 
Sanders, chairman Junior Board of Directors, a supervisors’ group; and Gilbet 
Day, chairman Employes’ Advisory Council. At far right is vice-president S 
ley M. Richman who served as master of ceremonies at the presentation b 
day party, attended by more than 600 home office and St. Louis agencies as* 


ciates. 
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“Franklin is high 
on our list of blessings” 





December 23, 1959 





FRED WIEDEMANN Mr. F. J. O’Brien, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 

























Dear O’B: 
Both of us are sitting here reflecting a little and “counting our 
blessings” on this past year’s wonderful business. This truly is 
the “next pasture,” O’B, and our association with The Franklin 
Life is high on our list of blessings. We really are extremely 
grateful for Franklin’s superb aggressiveness in designing and 
‘e merchandising new policy contracts to fit specific markets; 
fe the definitely superior underwriting we have received on our 
| for thi business ; and the company’s pleasing (to say the least) practice 
and Ne of funneling the lion’s share of the acquisition dollar to the 
orvivi writing agent. Pu 
illion i ‘shaaee corns Tee As you may know, O’B, both of us were Million Dollar pro- 
ets. Th ducers prior to joining forces. We decided to set up an exclusive 
capita: estate planning operation, and, to our knowledge, this is the 
and wi first time that such a complete and integrated service has been 
n of Ne offered to the people of the Southwest. To say that we have 
> in the been pleased with the results is a decided understatement. Dur- 
ry, pres ing this past year alone our various corporate and individual 
be vice clients have placed business with us, the first year paid pre- 
—_— mium on which exceeded $200,000 (all individual policies, very 
lity, wil little Term). 
rent bit The “Soaring Sixties” are just around the corner. With a 
osition. company such as Franklin and with a market such as we have, 
a our enthusiasm is unlimited! 
director ‘ Sincerely, 
of ex 
iced. Fred Wiedemann, CLU 
g James Owen Jones 
polis wi 
eae An agent cannot long travel at a faster gait than the company he represents! 
is Laker 
g. 
l Amer: 
dere 8 ba Lhe Friendly 
see™ thy It! INSURANCE 
* TFIRLAVNTRILIDN ILITRTE company 
ener! . CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
Stanley DISTINGUISHED SERVICE SINCE 1884 
seconi The largest legal reserve stock life insurance company in the U.S. devoted 
). ie exclusively to the underwriting of Ordinary and Annuity plans 
a Over Jbree Billion Six Hundred Million Dollars of Insurance in Force 
of M 
> m mis 
serve thi 
Life Get} 
sentativd 
, How 
1d Gilt 
ent S' 
ion b 
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Financed Coverage Aids Firms Shy 
Of Working Capital, Brokers Told 


NEW YORK—tThe sales _ potential 
in minimum deposit life insurance was 
the subject of the 
first in a_ series 
of forums put on 
by the White & 
Winston agency of 
United States Life 
for the benefit of 
brokers of the 
New York City 
area. 

Merril P. Arden, 
general agent here 
for National Life 
of Vermont and 
president of Assn. 
of Advanced Life Underwriters, spoke 
on his experience with financed insur- 
ance, emphasizing the great advantages 
of the idea, while underlining the fact 
that the legal situation has not yet 
been cleared up. 

Mr. Arden said that financed insur- 
ance plans are a sign of the times, the 


Pa 


wee 
Merril P. Arden 





idea being that the sale of a capital 
asset can release money for other 
business purposes while the use of the 
asset is retained on a rental basis. 

“I personally feel that financed in- 
surance is a part of the symptom of 
the economic conditions of this coun- 
try today, and it represents a trend 
which includes high limit group, as- 
sociation group, and the great amounts 
of term insurance,” Mr. Arden said. 


Emphasizes Point 


Mr. Arden emphasized, that financed 
life insurance should be bought only 
when the customer is in a strong po- 
sition with other equities. He said the 
majority of his clients are owners of 
businesses with a range in annual 
sales of half a million to $10 million. 

“There growth has been tremendous 
but they still have not accumulated a 
sufficient amount of reserve or wealth 
to eliminate the continuing problems 
they have with working capital,” he 





For full information write... 


G. Frank Clement, C. L. U. 
Vice President In Charge of Agencies 


Shenandoah Life 


INSURANCE COMPANY 
Roanoke, Virginia 


Home Office 
A Motuai Life ir 





sce Company Owned By and Operated For Its Policyholders 


Hey Harvey: 


your 
opportunities 
are bigger... 


. . . at Shenandoah Life 
—a company with 
proven progress; solid 
growth; one with pri- 
mary goals for quality of 
plans and service. 





said. “All of these companies are bor- 
rowers of bank money for business 
purposes.” 

Corporations of this type more readi- 
ly rent than buy space, or if they own 
a plant they sell it and lease it back; 
that is, “they are willing to pay the 
finance charges for the use of their 
working capital,’’ Mr. Arden said. 

It follows that insurance should go 
along with the trend toward the libera- 
tion of cash for further capital invest- 
ment. When money is not available -to 
pay for insurance, financed insurance 
enables the agent to sell needed cov- 
erage in key man, partnership or stock 
retirement plans, Mr. Arden said. 

“Even in the corporation that has a 
pretty good surplus, if you are talking 
about $100,000 to $200,000 of life in- 
surance, the annual premium is not 
necessarily what discourages the sale,” 
Mr. Arden stated. “For $200,000 of life 
insurance most decent sized corpora- 
tions can afford to pay $5,000 to $6,- 
000. The thing that stops them most 
often is the amount of working capital 
that they will have tied up in the cash 
value of the policies.” 


More Flexible Than Term 


Mr. Arden suggested that if the agent 
was unable to sell ordinary life in this 
situation, financed insurance might be 
the ideal solution, having a flexibility 
not available in term insurance. 

“In a year of heavy surplus they can 
pay off the insurance loans and carry 
part of their surplus account in the 
cash value of the policies,” he said. 

An added advantage is the current 
tax situation. With a tax deduction on 
the interest, a good selling point is to 
show that financed insurance can cost 
less than term, Mr. Arden said. 

“T think you will find that an ap- 
proach of this type will appeal to many 
of the people you talk to,’ said Mr. 
Arden. “And incidentally, if you don’t 
try it, someone else will—and with 
your client.” 

Mr. Arden warned those present not 
to sell financed insurance exclusively 
because of “vulnerability to future ad- 
verse legislation and policy twisting or 
raiding.’ 


Old Line Life 
Issues ‘59 Report 


The report on 1959 operations of Old 
Line Life, showing sales of $28,419,000 
and insurance in force of $226,471,000, 
together with data on progress since 
the present management took over in 
1955 was cited by management as a 
record which constitutes ‘fa complete 
answer” to the deprecatory assertions 
by a group of stockholders led by E. C. 
Rhodes of Aberdeen, S. D., that is at- 
tempting to take over control at the an- 
nual meeting Feb. 17. 

Total income of Old Line Life was 
$8,957,000, an increase of $250,000. The 
sales of $28.4 million were down slight- 
ly from the total of $29.2 million in 
1958, but first year premiums totaled 
$532,000 against $473,000 the previous 
year. Insurance in force showed a gain 
of $12.2 million. 

A “roll over” of investment secur- 
ities, undertaken in a change of in- 
vestment policy, produced an average 
yield of 3.67% last year compared 
with 3.53% in 1958. Payments to pol- 
icy holders totaled $4,212,000 compared 
with $3,719,000 in 1958 while dividends 
to stockholders were increased $25,000 
to a total of $125,000. 

Dividends to policyholders declined 
from $371,000 in 1958 to $346,000 last 

(CONTINUED ON PAGE 29) 
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1959 Production 
Records Are Given 


FRANKLIN LIFE 

New business of Franklin 
amounted to $902,730,685 in 1959, 
company’s diamond anniversary ye 
an increase of 20.3% over the previo 
year. Insurance in force amounted 
$3,596,243,114. 

Assets increased $56 million | 
$526,732,960. Total income was $19), 
873,165, up 13.7%. Capital and surp} 
was $62,850,000, a gain of 14.8%. 


PAN-AMERICAN LIFE 

Pan-American Life’s sales in 19 
were more than $174 million, whi 
brought insurance in force at year en; 
to $1,225,000,000, an increase of 7%, 
Assets exceeded $225 million on De 
31, up 6%, and surplus funds jp 
creased 8% to $16,907,430. 


BANKERS OF IOWA 
New business of Bankers Life , 
Iowa in 1959 totaled $500,505,944, 
which $285,827,309 was ordinary. Gaj 
for the year was $33,003,267. Insu: 
ance in force amounted to $3,549,394 
147, an increase of $276,740,577. 


SOUTHWESTERN LIFE 
New business of Southwestern Lifi 
in 1959 amounted to $296,469,604. As, 
sets increased nearly $30 million tj 
$480,610,247. Policyholders paymen 
totaled $29,833,966, and policy reserved 
rose $35 million to $408,391,493. 


FIRST COLONY LIFE 
First Colony Life’s record sales i 
1959 resulted in an increase of $7,150, 
458 in life in force. Ordinary sales ir. 
creased 86% and premium incom 
in force was $22,286,586. 


INTERCOAST MUTUAL LIFE 
Individual life sales of Intercoas 
Mutual Life in 1959 increased 366% 
over the previous year and group wa 
up 554%. A&S premiums were 165% 
ahead of 1958. Insurance in force ¢ 
year-end was $32 million. 


SECURITY-CONNECTICUT LIFE 
Security-Connecticut Life’s _ pai 
production in 1959 exceeded 19! 
paid production by 28%. 


OLD EQUITY LIFE 
New business of Old Equity Lif 
in 1959 amounted to $910,018, an it 
crease of 29.56%. 














Fifty Franklin Life agents attend¢ 
a sales training school at Starved Roc 
Lodge near Utica, Ill. 





ASSISTANT CONTROLLER 
$10,000 


Midwest Company, assets $25,000,000 area, 
established over thirty years. 


Opening for a young man 30-35 age area 
with college degree, accounting major with 
5-7 years Home Office Controller's Depart 
ment experience. Should be thoroughly con 
versant with annual statement, tax reports, 
etc. 


Confidential handling all inquiries guar 
anteed. We have listings of positions 
available in Fire—Casualty—Life—AéH. 
all sections of the country. Write for 
“HOW WE OPERATE”. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 


Chicago 6, Illinois 


330 S. Wells 
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HOW LEADING LIFE MEN ‘/NSURE” their Own SUCCESS! 











FE Complete Diamond Life Bulletins 
tern Lif 
1,604. As. 


iillion t é . ‘ 
: YOU could look in our files and find instance after in- 


paymen Pale ; 

reser stance where the motivating, boundless source of infor- Purser, Gen’l Agt.. . . “it is as vital to the success of 
3, mation and selling power behind many of America’s our agency as our telephones”, Earl M. Schwemm, 
most successful life insurance men and women is the CLU, Agcy. Mgr. 


"E 
sales i DIAMOND LIFE niin You, too, can join these successful men, if you will 
f $7,150. Here are some of their typical comments: “the DLB but follow the advice of one of the greatest sages of 











sales is has been invaluable to all of us in our agency through all time, Benjamin Franklin, who said: “Employ your 
. incon! the years”, Hugh Bell, CLU, Gen’l Agt. . . . “it’s liter- time in improving yourself by other men’s documents, 
ally worth millions”, Wm. T. Earls, CLU, Life Member so shall you come easily by what other men have 
LIFE MDRT, Gen’l Agt. vee “TJ just wouldn’t be without it”, labored hard for.” “Insure” your own success . . . take 
ntereill Aar on Goldstein, Life Qualifying MDRT, Mgr. ... advantage of this Special 30-day Free Trial Offer and 
ed 368° it’s absolutely indispensible to our agency”, Carr R. send for your DLB .. . today! 
roup wa 
a a ee  — ; a -oE :°(((@) 
- SPECIAL APPROVAL CERTIFICATE 
so Mail it back today! Start your Service with 30-day FREE TRIAL OFFER! 
led 1950 This CERTIFICATE Completed In Full ENTITLES ENDORSER to THE DIAMOND LIFE BULLETINS 
for 30 days FREE TRIAL. 
re If within 30 days after arrival of Service, endorser does not advise otherwise, Monthly 


’ Supplements shall be supplied for as long as endorser wishes to keep the Service up to 


- d date and useful. Service selected as indicated by check mark (V) in box below, will 
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be “invoiced on approval”. 
ai DIAMOND 
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C1 Complete 11-Volume Service: $46.50* first quarter; only $19 quarterly thereafter. 
(J 7-Volume Salesmanship Service: $25.75* first quarter; only $8.25 quarterly thereafter. 
0 4-Volume Statistical Service: $20.75* first quarter; only $10.75 quarterly thereafter. 
*Charged only in first quarter to cover Installation or Physical Cost for New Binders and Contents 
sent each NEW Subscriber. 

(All Prices F.O.B. Cincinnati, Ohio) 
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ik. H. O’Connor, managing director tion 
Insurance Economics Society, has re- 
sumed active campaigning against ex- 
panding government activities in 
health insurance. As probably the fore- 
most exponent of the cause of the 
A&S industry in its battle to hold off 
state or federal government legisla- 


midwest 


such as compulsory 
ness disability bills or Wagner-Mur- 
ray-Dingell or Forand proposals, Mr. 
O’Connor has compiled a record of 
tireless and productive effort. He is 
currently making talks in the east and 
in opposition to the bill, 
with a full schedule through March. 


FieNATIONAL UNDERWRITER 


E. H. O'Connor Stumping East And 
Midwest In Opposition To Forand Bill 


In his talk, titled “On Guard,” Mr. 
O’Connor says: 

Just 23 years ago, the social security 
act became operative. In principle it 
was a worthy and humanitarian piece 
of legislation. The act originally pro- 
vided that retirement benefits would 
be paid only to retired workers at age 
65 or older, with the first payments to 
be made in 1942. But in 1939 Congress 
began changing the program, moving 
up the first payments to 1940 and 
providing benefits for families of re- 
tired or deceased workers. 

Further major alterations 


cash_ sick- 
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When Men Scorned “Women’s Rights”... 







WOMENS LF 


SUFFRAGE 
| LEAGUE 
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| on women first organized to plead for their 
rights in 1848 — twelve years before THE GUARDIAN 
was founded. But Votes for Women provoked jeers 
and laughter until August, 1920, when the 19th Amend- 
ment to the Constitution was passed. 


Today women not only vote, but excel in many 
areas once the exclusive domain of men. The hand 
that rocks the cradle also owns a majority interest 
in many of America’s leading corporations. 


It is a source of gratification to THE GUARDIAN that 
one of its first policies was issued to Miss A. Liddy 
Burckner of New York. The practice of insuring 
women inspired THE CHICAGO TIMES to advise insurance 
companies “to have the surrounding country surveyed, 
the number and depths of streams registered and the 
character examined of the horses driven by the appli- 
cants . . . also to insist that the husband of each 


The GUARDIAN Life Insurance Company OF AMERICA 


PARK AVENUE SOUTH AT 17th ST., NEW YORK 3, N.Y. 









Our Centennial Year 


The GUARDIAN 
Insured 
Women 
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assured wife be a member in good standing of a hook 
and ladder company, whereby he would be able to 
rescue his wife in case of fire.” 


Despite these half-serious admonitions, THE 
GUARDIAN, since 1860, has insured many thousands of 
women — homemakers, professional and career women. 
In its 100th year of service, THE GUARDIAN is offering 
the most liberal contracts for women in its history. 
Now all GUARDIAN policies on which the minimum 
amount issued is $10,000, provide lower premiums for 
women than for men—still giving the same high 
dividends, the same high cash values and the same 
modern, flexible provisions as those issued on male lives. 


Have a talk with your local GUARDIAN representa- 
tive or your broker and find out how you can benefit 
from GUARDIAN’S century of experience in serving 
American families. 





ements appearing in national publications during 1969, our Centennial year. 
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voted successively in 1950, 1952, 19: 
1956 and 1958—all election years fj 
the House of Representatives ap 
one-third of the Senate. It appes 
unfortunately, that our social secur 
act has become a political football ap 
unless the American people bceom 
aware of its implications and where 
is headed it could jeopardize the 
curity of millions of individuals q 
pending upon it for their future yr 
tirement. 

As I have followed the developmen; 
of the social security act since its j 
ception I can say it has run true { 
form as many of us predicted. In tho 
early days we were convinced the a 
would never remain on its origing 
basis—providing a minimum subsi 
tence level—but would, as is the hi 
tory of such legislation in other cou 
tries, become the vehicle of expandiy 
benefits into many social welfare arey 
and particularly the health care fie 


AMA’s Opposition 


American Medical Assn. fought j 
1949 and 1950 against legislation p 
posing socialized medicine. The do 
tors scored a preliminary victory. Pr 
liminary because the proponents ¢ 
such ideas never give up. But wha 
took place 10 years ago proved to th 
so-called liberal element that a broad 
national plan of compulsory sicknes 
insurance could not be put over 
the American people in one swoop s 
they decided to do it piecemeal. 





Subsequently, the drive was shifte 
from Washington to the states throug 
the introduction of bills calling fo 
state plans of compulsory sickness in 
surance—bills that followed a mode 
drawn up, at that time, by the Socid 
Security Administration and _ dis 
patched to commissioners of unem 
ployment in the states. If such legis 
lation had been enacted 
states the demand would have bez 
created for an over-all federal pla 
to operate along the same lines 4 
unemployment insurance. The idea di 
not develop. There has not been: 
compulsory sickness plan enacted i: 
any state since 1949. 


Sen. George’s Amendment 


The next important move in thi 
piecemeal approach to governmet 
medical care was the amendment ti 
the social security act introduced it 
1956 by the late Sen. George, which 
provides for disability benefits to a 
covered workers under SS who hav 
attained the age of 50 years. The er: 
actment of this amendment was the 
opening wedge of social security inti 
the field of disability insurance. Th 
door was open which has led to the 
introduction of the Forand bill, which 
is pending in the present Congres 
and which would amend the socid 
security act to provide hospitalizatio 
and medical care to all SS_benefici- 
aries, which would take in mostl 
those over 65 years of age. 

The pattern of approach has bee 
total disability benefits at age 50 ani 
over and now the Forand bill for medi 
cal care benefits for SS beneficiaries 
Who could be so inhuman to oppos 
such benefits for the disabled and ou 
senior citizens? 

In the present session of Congres 
an all-out effort is developing to I 
move the age 50 requirement for elig: 
bility to receive disability benefits 
even though that provision has 00 
been tested by time: as to the cost ant 
financing. The fund to finance the 
benefits to workers 50 years or oldé 
and for their dependents has been 
creasing since its establishment i 
1956 and stood at $1,792,000,000 
Sept. 30. With such a backlog of fund] 

(CONTINUED ON PAGE 30) 
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@ NEW EXECUTIVE PROTECTION 


Our popular Executive Protection now available 
on Paid-up-at-65 basis. 
Endowment at 90 (female 93) 
$15,000 minimum 
Ages at issue 15-55 
Cash Values: Net level reserve less $8.00 
in first year. Full reserve by 
end of third year. 


@ HIGHER GUARANTEED INTEREST 
RATE ON DIVIDEND 
ACCUMULATIONS 


Guaranteed rate increased from 2% to 
214%. Current rate for 1960—3.4%. 


@ FULL BENEFIT AT AGE ZERO 


Policies issued at age 0 provide full cover- 
age from date of issue. (Except in Texas) 


@ DISABILITY FEATURES LIBERALIZED 


Income Limits 

$500 for men ages 21-45 

$400 for men ages 46-50 

$250 for men ages 51-55 

$800 Maximum for coverage in all com- 
panies. Higher maximum may be 
allowed when part of disability 
income results from accident and 
health coverage. 


New Definition 
Total disability: Inability to follow regu- 
lar occupation during first 18 months; 
benefits thereafter if unable to earn 
income in any occupation for which in- 


BUYER APPEAL 


in New Policy Series 





Massachusetts 
Mutual policies 
have been 
STREAMLINED 
SIMPLIFIED 
LIBERALIZED 






sured may be fitted by education, train- 
ing or experience. Normal 6-month wait- 
ing period. 

Premium Waiver Liberalized 
If total disability is continuous from age 
60 to age 65 all premiums payable after 
age 65 automatically waived without 
further evidence of disability. 

Waiver of Premiums available on Retire- 

ment Annuities. 


@ ACCIDENTAL DEATH 
BENEFIT LIBERALIZED 


New rider covers accidental death .. . 
no longer restricted to death by accidental 
means. 


@ SETTLEMENT OPTIONS LIBERALIZED 


Life income computed on more favorable 
mortality table. Guaranteed interest basis 
for all other options increased to 244%. 


@ RETIREMENT INCOME POLICIES 


Lower premium rates for Retirement An- 
nuity and Retirement Income policies for 
men and women. 


AND MANY OTHERS 





For More Details 


see our General Agent 











MASSACHUSETTS MUTUAL Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
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Says N.Y. Stand On 
App Questions Hurts 
Companies’ Defense 


NEW YORK—A serious threat to a 
company’s ability to defend against a 
claim where an applicant has failed to 
disclose pre-existing impairments is 
contained in the New York depart- 
ment’s current insistence on limiting 
the applicant’s replies by the qualifi- 
cation, “to the best of your know- 
ledge,” according to Samuel M. Lane, 
New York City lawyer who has han- 
dled many insurance claim cases. 

The department is refusing to accept 
and approve application forms that ask 
the applicant if he has ever had or ever 
been treated for any of a list of speci- 
fied diseases. The department’s posi- 
tion is that the application must be 
modified by adding “‘to the best of your 
knowledge.” 


Much Tougher Defense 


This would put the insurer in a 
much tougher position if it wanted to 
refuse payment of a claim on the basis 
of pre-existing conditions not dis- 
closed by the applicant. 

In negotiations with the department, 
Mr. Lane’s firm, Casey, Lane & Mitten- 
dorf, has submitted briefs on the point. 
Mr. Lane hinted that his client may 
take the superintendent to court if the 
matter can’t be settled any other way. 

Mr. Lane told of a case illustrating 
the point, Bronx Savings Bank vs 
Whitehead. The bank had written a 
savings bank life insurance policy on a 
baker’s helper. A couple of weeks after 
the policy was issued the man quit 
work because he was too ill to con- 
tinue. A little later he jumped or fell 
out of a window to his death. An 
autopsy showed he was in the ad- 
vanced stages of tuberculosis. 


Had To Prove Knowledge 


The court ruled, in essence, that 
when the insurer asks the applicant, 
“Are you now in good health?” it can 
expect to get only a layman’s opinion. 
In the Whitehead case, the application 
also asked the applicant if he had ever 
been told he had tuberculosis. The 
general view has been that if the fact 
is material and the application mis- 
states the fact, the company can deny 
liability within the contestable period. 
However, the court refused to pass on 
this question, though it has long been 
judicial reasoning that even if the ap- 
plicant is innocently mistaken a ma- 
terial misstatement would warrant re- 
scission. 

As to the department’s position on 
application questions, Mr. Lane noted 
that it has been customary for the ap- 
plicant to sign an authorization for the 

(CONTINUED ON PAGE 29) 





FeNATIONAL UNDERWRITER 


Reappraisal Of Major 
Medical Due At HIA’s 
Group Insurance Forum 


A three-day examination of major 
medical coverage will open Feb. 8 at 
Health Insurance Assn.’s group in- 
surance forum in the Drake Hotel, 
Chicago, when A. B. Halverson, 2nd 
vice-president of Occidental of Cali- 
fornia, delivers his speech, “Major 
Medical—a Reappraisal.” 

Three phases of major medical, 
theme of this year’s forum, will be 
considered in workshop sessions on 
underwriting, benefit provisions and 
cost control, following Mr. Halverson’s 
address. 

Panel On Wednesday 

On Wednesday, a panel of major 
medical workshop directors will sum- 
marize their sessions before the meet- 
ing is opened for general discussion 
and questions. Mr. Halverson will 
moderate and panel members will in- 
clude A. S. Beebe, Paul Revere Life; 
R. R. Shinn, Metropolitan Life, and 
Irving S. Wolfson, Massachusetts Mu- 
tual. 

E. J. Faulkner, Woodmen Accident 
& Life, chairman of Health Insurance 
Council, will also be a forum speaker. 
Title of his address is “The Health 
Insurance Council Acts.” 

















Howard Makler (left) head of the 
M&M agency of Northeastern Life at 
Levittown, N.Y., receives a plaque for 
meritorious performance as a leading 
general agent from L. L. Monnett Jr., 
executive vice-president Northeastern. 
The presentation was made at a din- 
ner for producers to mark the gains 
in the fourth quarter of 1959. 

Salvatore Schizzano, also of the 
M&M agency, was honored as the 
leading agent of Northeastern. 

H. L. MHutner, president, spoke 
briefly to the agents, and Delbert 
Dumont, vice-president and agency 
director, was host at the cocktail party 
and dinner. 





Ban On Credit A&S 
Issued In Alabama 


Superintendent Rinehart of Alabama 
has issued an order that no company 
licensed to do business in Alabama 
shall issue credit A&S in any form. 
The order is in line with the recently 
enacted small-loan law. 

The regulation is applicable to all 
forms of credit A&S, including indivi- 
dual franchise and group policies, and 
is also applicable to all credit A&S 
policies issued in connection with a 
loan of any size. 

Mr. Rinehart issued another direc- 
tive, ordering life insurers to charge no 
more than 75 cents per year per $100 
for credit life on loans of more than 
$300. The new small-loan law pro- 
hibits a charge of more than 75 cents 
per $100 on loans of $300 or less. 

It is understood that domestic com- 
panies involved will file injunction 
suits against the order. A hearing will 
be held at 9:30 a.m. Feb. 9 at the state 
office building to give the A&S com- 
panies opportunity to show cause why 
they should not be regulated in this 
area, and there will be a similar hear- 
ing for life companies in the state 
administration building Feb. 19. 


Cal.-Western States 
Plans 2 For 1 Split 


Stockholders of California-Western 
States Life will vote March 1 on a 
proposal to split the stock two for one 
with a consequent reduction in par 
from $10 to $5 and an increase in the 
number of shares from one million to 
two million. 

President Robert E. Murphy, in his 
letter of notification, says it is in- 
tended that the dividend would be in- 
creased 10 cents annually on the new 
shares, from $1.50 to $1.60. 

Mr. Murphy comments that the com- 
pany’s federal tax under the new law 
increased approximately $450,000, but 
despite this, net earnings were “very 
satisfactory.” In 1959 the company 
had earnings from operations of $3,- 
646,382, or $4.48 a share on the 814,- 
000 shares outstanding, compared with 
$4.13 in 1958. California-Western 
States voluntarily increased policy 
reserves in the amount of $6,968,000 
in order to avail itself of “very sub- 
stantial savings’ which will accrue 
under advantageous provisions in the 
new federal tax law. Mr. Murphy ex- 
plains the resulting increase in net 
profits in future years will help the 
company maintain its competitive posi- 
tion with the other insurers which 
have also adjusted reserves to realize 
similar tax savings. 


Beneficial Standard Life has been 
licensed in Rhode Island and now 
operates in 44 states and District of 
Columbia. 
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LIA-ALC Testimony 
Opposes ‘Emergenc 
Home Ownership A 


WASHINGTON — No emergeng 
exists in the residential housing fie 
that justifies enactment of major pro 
visions of the proposed emergeng; 
home ownership act, James J. O’Lear; 
director of economic research of Lif 
Insurance Assn. of America, told th 
housing subcommittee of the Hous 
banking and currency committee. 

Speaking for LIA and American Lif 
Convention, he said many of the pr 
visions of the bill are inimical to; 
sound home mortgage market and hays 
a serious inflationary implication. 

Mr. O’Leary stressed the interest ¢ 
the life companies in sound housiy 
and mortgage policy. Since 1946, hj 
said, $46 billion of residential mort 
gage loans have been made by lif 
companies. This has resulted in pm 
viding the financing for the purchay 
of 4.6 million homes. These funds, rep 
resenting the savings of 110 millig 
policyholders, have contributed muc¢ 
to the enormous growth of hom 
ownership in this country, he said. 

As an indication of the availability o 
residential mortgage financing fron 
private lenders in 1960, Mr. O’Lean 
said there was a pronounced increas: 
in residential mortgage financing j 
1959, with the net increase amount 
ing to a record $13.3 billion as con. 
pared with $10.1 billion in 1958. 


Sees No ‘Emergency’ 


“We do not believe that an ‘emergen- 
cy’ exists with respect to the availabil- 





ity of residential mortgage credit whici 
requires the program set forth in th 
bill,” he said. “Rather, present indici 
tions are that the volume of residenti: 
construction will continue at a healthy 
level this year without any new ap 
propriations of funds for FNMA. Th 
best informed sources of informatio 
expect that the flow of residentid 
mortgage credit from private investor 
will not be appreciably reduced thi 
year as compared with the record flow 
in 1959.” 


Warns Of Inflationary Force 


Turning to the threat of further in 
flation, Mr. O’Leary declared: 

“Under the economic conditions now 
in the making, the injection of an aé- 
ditional billion dollars of FNMA funds 
into the residential mortgage marke! 
would clearly be inflationary for two 
main reasons. First, this billion dol- 
lars of spending for housing, with the 
multiplying effect it would have on ex- 
penditures for furniture, washing ma- 
chines and other durable consumer 

(CONTINUED ON PAGE 25) 


+ LOOK TO NORTHEASTERN LIFE 


-»» FOR OUTSTANDING SERVICE TO BROKERS 


Now, Northeastern Life offers DOUBLE-DOUBLE INDEMNITY in case of death as a 
result of travel accidents. Available on all ordinary policies to help you with 


your sales. 
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‘emergen: The Penn Mutual Life Insurance Company welcomes 
ae underwriters who are intent on making noteworthy 
th in th progress. Their success, we believe, is the success of 

at indicé: the company. 

esidenti: : ; - - 

o hae If you are interested in climbing, you will find 

new ap abundant opportunities and abundant help with The 


Leonel Penn Mutual. Intensive training and educational pro- 


esidentid grams equip you for all phases of successful life insur- 


a ance selling—from advanced underwriting and estate 
cord fie planning to profit-sharing and pension plans. 


You can be certain that The Penn Mutual will help 
you achieve your goals, whether you choose to stay 
in direct sales or go into sales supervision or General 
: * Agency work. We believe that Penn Mutual oppor- 
a tunities should go to Penn Mutual men. . . your future 
MA funds is the future of the company. 
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THE PENN MUTUAL LIFE INSURANCE COMPANY 


INDEPENDENCE SQUARE, PHILADELPHIA 
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. Back of Your Independence Stands 
The PENN MUTUAL 
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~“ a. f 5 T L He said, “Subchapter S can open a Then explain the provisions and x zur ic 
Says Subchapter S O 19 GB Lax Law oor tor ‘greater services by you to quirements of subchapter S—how th ’ 
; ° 9 your clients through life seas can continue to operate tax-wise jy Indiv 
Much of this business is waiting for as they have been operating but, : 
Opens F antastic N Cw Sales Area you. You people, as life insurance the same time, save taxes.” Hage 


sales men, meet many more sole However, Mr. Elder cautioned, sin 








If life agents are not aware of, or educational meeting of New York City proprietors and partners than do ac- some of the accounting mechanics x Zurich 
are not using the unique tax situa- Life Underwriters Assn. countants, since many of the very quired under subchapter S and sons folio to } 
tion created by subchapter S in the Mr. Elder explained that subchap- small businesses do not seek compet- of the tax implications concerning dig 224 has" 
1958 tax act as a jumping off point ter S permits certain corporations to ent tax advice. tribution of income can become qui R. R. 
for selling life insurance, they have elect to be taxed as though they were “This is why subchapter S presents complicated life agents should not taky vice-PTes 
been overlooking a “fantastic” sales not corporations so that income earned great opportunities for you. Start the responsibility for advising clients § direct th 
area, Peter Elder, a CPA with the by them is taxed directly to their ball rolling for many of these pcople these specialized areas. sion prog 
certified public accounting firm of shareholders, thus avoiding a double by explaining to them the general ad- “If something goes wrong it wil] jt his 
Peat, Marwick, Mitchell & Co., told the income tax. vantages of operating as a corporation. your fault. One additional word of cay ment, M 

tion—be sure your client uses legy an Was 
counsel to incorporate; don’t let hig of as 
* wy ele do it alone; let the attorney take ty 28° a 
Fine prospects saw this in | [MME ana Newsweek me Ba zurich 
Pros And Cons Of Incorporating 1947 and 
fined its 
Before explaining some other png to group | 
and cons of a corporation electing § jt jife, wi 
be taxed as a non-corporation undg ¢onversio’ 
subchapter S, Mr. Elder reviewed t program, 
advantages of incorporating sole png spout mic 
prietorships and partnerships. The portfolio 
od cluding v 
—Perpetual existence. There is wi jimited p 
ually no limitation of time on the lif ment inco 
In of a corporation. Such is not the caf an age 
for the sole proprietor or the partneg wil] be u 
mp. head offic 
l d —Limited liability. , solicited ¢ 
- —Ease of transfer of ownership. ; 
a Wor —Fringe benefits. Most of the fring gl 
benefits, if not all of them, are denis ness with 
to the individual business man @ went witl 
all her Own en a members of a partnership. Mr. El .<ictant 1 
pointed out. Under present tax law pecoming 
the corporate form of doing busineg Heritage | 
provides an opportunity for officer. director o 
shareholders to enjoy all fringe bene Life. 


Just as special 


as yours 


We all live somewhat special lives. Each of us 
wants different things. That’s the reason for 
Connecticut Mutual Life’s unique approach 
to life insurance . . . an individual program 
for each family. 


CML offers hundreds of combinations of 
policies and payment methods. With them 
a CML man can tailor a life insurance pro- 
gram exactly to your family’s needs, your 


fits. It is in this area that the gre: 
opportunities exist for life insuran¢ 
salesmen. 

“Here is where you are able to rené 
er a great service to your clients an 
to yourselves,” he said. “Most of ty 
fringe benefits can be obtained ¢ 
funded through life insurance. To & 
otherwise for the small business op 
eration would probably require mor 
cash than can be spared by the bus. 
ness. The fringe benefits are A&S ip 
surance, death benefit payments t 
the widow, and most important, é& 
ferred compensation plans—pension 
or profit sharing plans. 


Simple Computation 


“These are the reasons whyv jo 
should be concerned with subchapter 
S corporations. It is usually only: 


Fishe 
Met I 


NEW Y 
has been 





family’s aims, your family’s income—a pro- matter of making a computation ti} Chester L. 

gram that can be changed as your family show your clients how they can defé} ident 

grows and its needs change. substantial amounts of tax through th P Mr. Fist 
: —e : : subchapter S provisions by enjoying : 

So call him in. Let him help you find the the benefits of a deferred compenit oo As 


answer to that basic question, ‘How much 
and what kind of life insurance should I own for 
my family’s protection and my retirement?” 


In Business 113 Years 


Connecticut Mutual Life, with offices from coast to 
coast, is owned by its policyholders who enjoy sub- 
stantial annual dividends, and is noted for its high in- 
come to beneficiaries and flexible policy contracts. 


Connecticut /V\utual |Life 


INSURANCE COMPANY + HARTFORD 





Close to ten million people were exposed to this advertisement 


whic’. originally appeared in color. 


tion plan funded through life insur 
ance.” 

Mr. Elder then listed some of th 
advantages and disadvantages of mak 
ing an election under subchapter § 
Among the advantages he included: 

—Individual proprietors and _patt 
ners who would prefer to operate # 
corporations, but do not because of the 
higher tax cost, can now switch to the 
corporate form and continue payiti 
the same federal tax as they did i 
their unincorporated form. 

—Fringe benefits are available. 

—A corporation, for tax purposé, 
may be used as a more effective 
method than a sole proprietorship 
partnership for splitting business it 
come with children or others withov 
taking the money out of the corpor 
tion and without double taxation. 

—lIncome already earned by a co 
poration may be transferred by gif 
or sale of stock to another person evé 
though the gift or sale is made ne@ 

(CONTINUED ON PAGE 14) 
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‘Zurich To Wriie 


Individual Plans; 
Hagelman In Charge 


Zurich Life has expanded its port- 


Vfolio to include individual life policies 


and has appointed 
R. R. Hagelman 
vice-president to 
direct the expan- 
sion program. Pri- 
or to his appoint- 
ment, Mr. Hagel- 
man was president 
of Southern Herit- 


age Life. 
Zurich entered 
the business in 


1947 and has con- 
fined its writings 
to group and cred- 
it life, with ordinary written only ona 
conversion basis from group. The new 
program, expected to be in operation 
about midyear, will provide a complete 
portfolio of individual policies, in- 
cluding various forms of whole life, 
limited payment, endowment, retire- 
ment income, term and family income. 

An agency development program 
will be undertaken in states near the 
head office. Life business will also be 
solicited on a brokerage basis through 
present producers of the Zurich group. 
Mr. Hagelman entered the life busi- 
ness with New England Life and then 
went with American General Life as 
assistant to the vice-president. Before 
becoming an organizer of Southern 
Heritage Life in 1957, he was assistant 
director of agencies of Union National 
Life. 


Fisher 8rd V-P In 
Met PR Department 


NEW YORK—Chester L. Fisher Jr. 
has been promoted by Metropolitan 
Life to 3rd vice- 
president in public 
relations. 

He served as 
insurance relations 
assistant and a 
member of the ad- 
ministrative per- 
sonnel before be- 
coming assistant 
vice-president and 
assistant to the 
chairman when 
Frederic W. Ecker 
moved up _ from 
president to chairman last year. 

Mr. Fisher has been secretary-treas- 
ury of Assn. of Life Insurance Counsel 
since 1951. 





R. R. Hagelman 





Chester L. Fisher Jr. 


1000 For Boston Dinner 


To Commissioner Whitney 


Insurance commisisoners from the 
New England states, New York and 
New Jersey will attend a testimonial 
dinner to Commissioner Otis M. Whit- 
hey of Massachusetts to be given by 
Insurance Society of Massachusetts at 
Hotel Statler Hilton, Boston, Feb. 18. 

More than 1,000 are expected to at- 
tend the function at which the speak- 
fs will include Mr. Whitney, Com- 
missioner Charles M. Howell of New 
Jersey and Arthur D. Cronin, Boston 
broker. Arthur C. Conley, general 
Counsel of Insurance Federation of 
Massachusetts, will be toastmaster. 


General American Ups Dividend 
General American Life has an- 

nounced that the 10% dividend in ef- 

fect in 1959 at the end of the fourth 


Vie 
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policy year on its business and pro- 
fessional men’s income protector pol- 
icy will be extended in 1960 to the 
end of the fifth policy year. The 5% 
dividend in effect in 1959 for the first 
three years on the contract, and for 
all policy years on other forms of per- 
sonal health insurance, will be con- 
tinued for 1960. 


Engelsman To Speak At St. Louis 
Ralph G. Engelsman, New York in- 

surance sales consultant, will speak at 

the Feb. 11 meeting of St. Louis Life 


Seeks To Have The 
Mich. Department 
Made A Division 


LANSING—Commissioner Blackford 
of Michigan will offer a reorganization 
recommendation to Gov. Williams 
which would combine the insurance 
department with two others in a new 
department of financial institutions. 

The idea of giving the department 
mere divisional status long has been 


ll 


posals have been offered several times 
in the past and have been successfully 
combatted by company and agent or- 
ganizations. 


Hasn’t Been Confirmed 


Mr. Blackford, appointed once on an 
interim basis to fill out the unexpired 
term of Joseph A. Navarre and since 
named for a full term, has never 
been confirmed by the state senate, 
some of whose majority: Republican 
members have openly grumbled at 
Mr. Blackford’s activities as a lobbyist 


Underwriters Assn. 


opposed by the industry. Such pro- 


(CONTINUED ON PAGE 31) 











Complete management control—that’s the inside story of 
RAMAC 305 performance at Rio Grande National Life, accord- 
ing to this statement by Turner B. Baxter, Vice-President: ‘‘The 
tremendous benefits of RAMAC are felt at all levels of our 
company management.”’ 


Major applications are general ledger, agents’ records, commis- 
sion accounts, and claims, mortality and morbidity statistics. 


Preparation of the general ledger is automatic. It eliminates the 
need to post journals and subsidiary ledgers. With RAMAC 
305 handling the general ledger electronically, Rio Grande 
executives enjoy better financial information and tighter con- 
trol over income and expenditures. 


For agents’ accounting, the RAMAC not only handles approxi- 
mately 30,000 records for the 650 field employees of the com- 
pany, but provides ample capacity for the projected expansion 
of the field force for the next three years. 











_--- general ledger 


7 
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/ agents’ records 


' / _-commission accounts 
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-morblidity statistics 
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NEW IBM RAMAC’305 


at Rio Grande National Life 


Brings the Benefit of Electronics 
fo All Levels of Management 


With a look towards the future, Rio Grande management is 
investigating the important applications of policy issue and 
mortgage loans. 

Like all IBM Data Processing equipment, the IBM RAMAC 305 
may be purchased or leased. For details on how it might help 
you in your business, call your local IBM representative. 








Messrs. R. W. Baxter, Chairman of the Board, and Turner B. Baxter, Vice- 
President of Rio Grande National Life Insurance Company, Dallas, Texas 
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Jetferson Standard Life 
Board Votes Stock Split 


The directors of Jefferson Standard 
Life have approved a two for one 
stock split subject to approval of 
stockholders at a special meeting Feb. 
23. As proposed, the split would re- 
duce par value of the capital stock 
from $10 to $5 per share and increase 
the number of shares from 2.5 million 
to 5 million. 

If approved by the _ stockholders, 
the split would become effective 
March 1 for stockholders of record 


HteNATIONAL 


on that date. 

According to Howard Holderness, 
Jefferson Standard president, if the 
split is approved, management plans 
to recommend to the directors a divi- 
dend rate which, although lower on a 
per share basis than the present quar- 
terly 25 cents per share, would result 
in a larger cash amount to stock- 
holders. 

More Voting Noted 

The directors also voted the regular 
quarterly dividend and an extra divi- 
dent of 25 cents a share, payable Feb. 
9 to stockholders of record Feb. 1. 


UNDERWRITER 


Northwestern Mutual 
Names Top Agents 


Northwestern Mutual Life has 
named its 1959 sales leaders. They are 
shown below in order of finish. 

General Agency Leaders. John H. 
Jamison, Chicago; J. Lowell Craig, 
Milwaukee, and John R. Mage, Los 
Angeles. 

District Agency Leaders. Ernest D. 
Haseltine Jr., San Jose; William K. 
Pierce, Elgin, and Thomas H. Stouc- 
hamer, Milwaukee. 

Agent Leaders. John O. Todd, Evans- 
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Here’s the highly saleable ‘‘package’’ you 
can offer your clients and prospects: RE- 
DUCING TERM insurance to take care of 
the mortgage in the event of premature 
death; NON-CAN SICKNESS & ACCIDENT 


SELLING THE “PACKAGE” UNDER PLANNED LIVING 


PLANNED\|L 


SY STATE MUTUALIO‘ AMER 





— 








State Mutual sal 
fies the problem 


to provide a monthly income for disability. 


The mortgage Master Plan (two separate 
policies described and illustrated in one pro- 





“Architects of Planned Living—The Advanced Standard of Excellence in Insurance Planning” 


For acopy of our attractive new Mortgage 


Master folder, 


STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 


STATE MUTUAL’S MORTGAGE MASTER PLAN 


posal folder) is but one of the many client- 
building highlights of Planned Living — the 


uct to the prospect’s specific problem. 


Mutual Agency or write our Home Office. 


ica 








es philosophy which simpli- 
of applying the right prod- 


contact the nearest State 


Worcester, Massachusetts 
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ton, Iil.; Royall R. Brown, Winston. 
Salem, and Frederick D. Leete Jr, 
Indianapolis. 


Examine Bankers L. & C. 


The Illinois department is putting 
in its file an examination report of 
Bankers Life & Casualty of Chicagy 
for the period July 1, 1952-June 39, 
1958. This is a convention examina. 
tion. 

The last examination of Banker 
L.&C., which is headed by Joh 
MacArthur, was one of the more ip. 
teresting events in Illinois insurance 
The director at that time was J. Ed. 
ward Day, and he held several note. 
worthy hearings to draw forth infor. 
mation as to some of the company’ 
assets. After the examination wa; 
filed, Bankers L.&C. went to court t 
protest some of the statements of the 
examiners, and finally the Illinois 
supreme court decided that a numbe 
of remarks put in the record by the 
examiners were not according to stric; 
interpretation of the law and that 
thereafter comments by examiner; 
would have to be limited to pertineit 
observations. 


Is 162 Pages Long 


The latest examination is 162 pages 
long. Director Gerber’s letter accom. 
panying the report calls attention to 
four items: 

“1. It is obvious from a review of 
many of the assets that the company’s 
investment policy has not been con- 
servative in the past. Even though 
there has been a substantial gain in 
surplus, the company must adopt a 
more prudent investment policy in the 
future. 

“2. Future investments must be 
supported by qualified values and be 
within the limitations imposed by 
Section 125 of the Illinois insurance 
code. 

“3. Strict attention must be given to 
the validation of assets which cannot 
be retained without the approval of 
the Illinois director of insurance. 

“4, While claim practices are satis- 
factory, the obvious procrastination on 
the payments of the benefit under the 
Good Health Award rider must be dis- 
continued. The company must estab- 
lish a monthly review of all files, and 
determine the policies that have earned 
the Good Health Award, and pay it 
immediately. The laxity of the com- 
pany’s duty in the past will not bk 
countenanced in the future.” 


Items Are Corrected 


Mr. Gerber notes that the president 
of Bankers has stated these matters 
will be corrected immediately. 

The examination shows assets of 
June 30, 1958, of $126,326,293, which 
compares with $42,578,402 at June 30, 
1952. Assets totaling $15,052.563 were 
treated as not admitted in the exami- 
nation. It is noted that certain of the 
assets consist of securities not readily 
marketable and in some instances in- 
vestments exceed the limitations un- 
der the Illinois insurance code. 

Stocks account for 16.15% of Bank- 
ers L.&C. assets, and of these stocks 
38% are in American Airmotive Corp. 
and National Drilling Co. These stocks 
and all other significant investments, 
including real estate, are analyzed in 
the examination, as are “special in- 
vestments.” The examination closes 
with an acknowledgement of the coul- 
tesy and cooperation the officers and 
employes of the company accorded the 
examiners. During the previous exam- 
ination, among other things, the Cali- 
fornia examiner left after a heated 
altercation with Mr. MacArthur. 
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Defines Leadership 
At General American’s 
Agency Conferences 


“Leadership is not conferred by 
title, exercised by proclamation nor 
learned as an exact science. It is an 
art, with the right to the title of leader 
in its fullest and finest sense being 
earned,” Frederic M. Peirce, president 
General American Life, stated at a 
series of luncheons held in conjunction 
with agency management conferences 
sponsored by the company. 

Mr. Peirce said a leader must have 
integrity; a warm understanding of, 
and liking for, people; courage, con- 
fidence and humility, and the ability 
to motivate others. He emphasized that 
the habit of leadership, like any other 
habit, can be developed by constant 
practice, by recognition of those quali- 
ties that are basic to good leadership, 
and.by striving to develop them within 
oneself. k 

“Profit—or Loss—Leadership,’ was 
the theme of the conferences which 
opened with a three-day session in 
the company’s home office for salaried 
field supervisors. This was followed 
by three general agents’ meetings. Top 


Savings Bank Life Hits 
Billion Mark: Doubled 
In The Past Five Years 


Savings bank life insurance went 
over the billion mark last year for the 
first time. Total insurance in force at 
the end of 1959 was $1,112,000,000. 
Savings bank life insurance, sold by 
295 banks in New York, Massachusetts, 
and Connecticut had.an average pol- 
icy of $2,170 in 1959, as against $2,- 
183 in 1958. : 

The sales record for 1959 in New 
York was $50 million, an increase of 
127% in the last five years. 


San Antonio A&S Men Hear 


4Salesmanship Premises 

Four premises to good disability 
salesmanship were discussed by Rob- 
ert W. Jackson, Lincoln National gen- 
eral agent, at the January meeting of 
San Antonio A&H Underwriters Assn. 
These were: Selling is a service for 
which there is no need to apologize; 
agents are selling income replace- 
meyt; professional selling means prac- 
tiing the golden rule; and Service 
means selling to satisfy complete 
needs. 

Mr. Jackson said life and A&S pro- 
ducers call themselves everything but 
salesmen. The salesman is the ad- 
vance agent of progress and the life 
and A&S man should be proud of be- 
ing a salesman. 

“Your mission is full service,” he 
said. “Do you believe in income pro- 
tection or do you believe about it? 
There is a wide river. There is a good 
boat. You must get in the boat to get 
to the other side. Are you in the boat 
or about the boat? This boat is income 
teplacement.”’ 

Being professional means adhering to 
the golden rule, which requires that 
the salesman ask: “If I were he?” Mr. 
Jackson challenged his listeners to 
famine their own disability pro- 
sfams. If the salesman is not sincere, 
the prospect will sense he is a phony 
and will not buy, he said. 

Indiana Underwriters To Meet 

Indiana Home Office Underwriters 
Assn. will meet Feb. 10 at Indianapolis. 
Dr. Carl Bundy, vice-president of re- 
search of Pitman-Moore Co., will speak 
% blood cholesterol and health. 
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$50 million paid for business last year. 
an increase of some 40% over 1958. 
In addition, he added 10 general 
agents, five district managers and 95 
special representatives. 


IAAHU Board To Meet Feb. 12-14 


general agents met in Chicago. The 
series concluded with a sales session 
in St. Louis for personal producers. 

Although many subjects were cov- 
ered at the conferences—including fi- 
nancing, retention of manpower, busi- 


Freed Is Franklin’s 
Man Of Year: Two 
Others Also Honored 


Claude L. Freed, regional sales di- 


ness management, persistency and _ rector at Philadelphia, has been named 
field supervision—considerable em- Franklin Life’s 1959 man of the year; The executive board of International 
phasis was placed on _ pre-contact Alfred Pelzmann, Evanston, IIl., is Assn. of A&H Underwriters will meet 


general agent of the year, and Fred 
Wiedemann, regional manager at Dal- 
las, is producer of the year. 

Mr. Freed’s eastern division, which 
includes eastern Pennsylvania, New 
Jersey and Delaware, wrote nearly 


Feb. 12-14 at Chicago. On Friday, Of- 
ficers, board members and guests will 
sales, and officers wil meet in execu- 
view audio-visual materials for A&S 
tive conference. Officers reports will be 
given Saturday. 


training. After a performance of the 
LIAMA skit on selection, “Could We 
Have Known,” agency heads were 
presented with career orientation pro- 
gram brochures, designed to help 
them with pre-contact training. 





SPECIAL REPORT 
FROM CHICAGO 





THE 
_ NORTH AMERICAN 


COMPANY 
FOR LIFE, ACCIDENT AND HEALTH INSURANCE 
(Since 1886) 


Formerly 
NORTH AMERICAN 
ACCIDENT INSURANCE. COMPANY 


Over $600,000,000 life insurance in force 


Presents 





A dramatic Life Insurance oppor- 
tunity for 12 key regional sale: 
directors— qualified men whose 
financial aspirations are consis- 
tent with assured growth. Write in 
confidence to Allen V. Dowling, 


President. 


Since 1886 


NORTH AMERICAN COMPANY 


for LIFE, ACCIDENT AND HEALTH INSURANCE 





<The 


209 SOUTH LASALLE STREET + CHICAGO 4 « ILLINOIS 
Over $600,000,000.00 in force 





Operating in 48 states and District of Columbia 
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Says Subchapter S Of 1958 Tax Law Opens New Sales Area 


the ciose of the corporation’s taxable 
year. This transfer cannot be made 
with a sale or gift of a partnership 
interest or individual proprietorship in- 
terest. 

—A profitable unincorporated busi- 
ness can be incorporated and income 
accumulated subject to only the 30% 
or 52% tax rate. When the accumu- 
lation nears $100,000, which is the 
amount of earnings any corporation 
can accumulate without being subject 


(CONTINUED FROM PAGE 10) 
to a possible penalty for unreasonable 
accumulation, the election can be 
made and the current earnings taxed 
to the shareholders. 


Other Elections Can Be Made 


—By incorporating an _ individual 
proprietorship or partnership, there is 
a new opportunity to make other elec- 
tions under the tax law, such as choice 
of cash or accrual method of account- 
ing, choice of method of handling bad 


debts and choice of methods of com- 
puting depreciation. 
— It may be possible to create several 
corporations from the unincorporated 
business. Some of the corporations 
might make the election, while others 
might not. It would then be possible 
to accumulate income in those corpor- 
ations at low tax rates while income 
of the electing corporations is distri- 
buted currently. 

Among the disadvantages of a cor- 
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poration electing to avail itself of the 
benefits of subchapter S, Mr. Elder 
listed the following: 

—Income of an electing corporation 
loses most of its original characteristics 
Partially tax-exempt income is taxed 
to the shareholders as ordinary in. 
come. Net capital gains pass to the 
shareholders, but net capital losses dy 
not. 


Charitable Deduction 


—Corporations can deduct charit. 
able contributions to the extent of 57 
of net income. If the electing corpora. 
tion should have losses for a period of 
years, there is a possibility that the 
charitable deduction will be lost be 
cause the charitable contribution de. 
duction could not be used. 

—Higher payroll taxes will resu} 
from incorporation. 

Mr. Elder pointed out that a very 
basic point to remember about sub. 
chapter S is that it is permissive leg. 
islation, not mandatory. Thus, if, 
corporation wishes to avail itself of the 
benefits, an election to do so must be 
filed with the Internal Revenue Serv. 
ice. 

When the election is made, income 
earned by the corporation is taxed to 
the shareholders and there is no tax at 
the corporate level. However, Mr 
Elder said, it is necessary that certain 
basic requirements be satisfied by a 
corporation before an election can be 
made. These basic requirements are: 


Corporation Must Be Domestic 


—The corporation must be a do- 
mestic one, that is, the corporation 
must be organized under the laws of 
the United States or one of the states, 

—There must not be more than 10 
shareholders and these must be either 
individuals or estates. Thus, trusts, 
partnerships or corporations may not 
be shareholders of a corporation filing 
for election. Also, non-resident aliens 
may not be shareholders of an electing 
corporation. Under the 1958 law, where 
stock was held by husband and wife 
in joint tenancy, by the entirety or 
tenants in common, such stock was 
considered as being held by two share- 
holders. Because of this interpretation 
by the Internal Revenue Service, 
many corporations otherwise eligible 
to file an election, were precluded from 
enjoying the benefits of subchapter $ 
However, Congress corrected this im 
equity in September, 1959, so ‘that 
such ownership is now considered as | 
one shareholder. The change is ef- 
fective for all taxable years ending 
after Dec. 31, 1959. 

—The corporation must not be eligi- 
ble to file a consolidated return with 
any other corporation. 


Consent Of All Shareholders 


—aAll shareholders must consent to 
the election of the corporation not to 
be taxed as a corporation. 

—The corporation must have only 
one class of stock. Therefore, if a cor- 
poration has common and preferred 
stock issued, it will not be eligible to 
make an election. 

—lIt is not permissible for more than 
80% of the gross receipts to be from 
sources outside the United States. 
Furthermore, not more than 20% of 
the gross receipts can be from gains 
on the sale of securities, rents, Toy- 
alties, interests, dividends or annuities. 
It should be noted that these provi- 
sions refer to gross receipts and not 
gross profit. In other words, there are 
no deductions allowed in computing 
gross receipts, as with gross profit. 

Assuming the basic requirements 
are satisfied, the corporation may now 
file the election. There is a special 
form to be used which requires that 
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all shareholders sign a statement con- 
senting to the election. The statement 
must show the name and address of 
the corporation and the shareholder, 
the number of shares owned by the 
all shareholders and date of acquisition 
of such shares. It is filed with the 
office of the district director of inter- 
nal revenue in which the corporation 
is doing business. 

The filing of an election is mechan- 
ical, nevertheless great care should be 
taken to make certain it is correctly 
filed, Mr. Elder cautioned. 

Once an election is filed, he said, 
tax is no longer due at the corporate 
level since all income is taxed to the 
shareholders as if they had earned the 
income. All the income is passed 
through the corporation and reported 
py the shareholders on their individual 
federal income tax returns. Therefore, 
the shareholders are taxed on the in- 
come regardless of whether they ac- 
tually withdraw the money from the 
corporation or leave it in. But in the 
usual situation, this probably will not 
differ from the practice of leaving 
funds in the business of sole proprie- 
torship or partnership. 


Undistributed Income 


As a general rule distributions in a 
subsequent year of undistributed in- 
come previously taxed are tax-free 
as long as the distributions are made 
in accordance with the regulations 
described by the Secretary of the 
Treasury or his delegate. 

The ordinary income of the corpo- 
ration is taxed to the shareholder at 
the ordinary income rates. But, as Mr. 
Elder noted, if the corporation has had 
capital gains during the year, these 
capital gains are taxed as such to the 
shareholders. They do not lose their 
identity. However, tax-free interest 
received by the corporation becomes 
taxable when reported by the share- 
holder. In most cases, this disadvan- 
tage will be of a minor nature since 
not many corporations have tax-free 
interest income. 


Prorated Loss 


If the corporation realizes a loss from 
operations, such loss is also passed 
through to the shareholder so he can 
deduct his share of the loss against 
other income. If he has no other in- 
come, the loss may be carried back or 
carried forward to future years. In 
wher words, his share of a loss is treat- 
ed as a loss from the operation of a 
trade or business. Unlike the profit 
situation, where the shareholders of 
teord at the end of the corpora- 
tion’s taxable year report their share 
of the profit, if there is a loss, and 
stockholdings change during the year, 
the portion of the loss attributable to 
each shareholder is computed by a 
proration on a daily basis. 

Mr. Elder gave an example: “As- 
sume a corporation, which has filed 
an election, has two shareholders, A 
and B, and its profit for the calendar 
year was $40,000. Shareholder A re- 
ports $20,000 as his share of income 
and so does shareholder B. Now let’s 
change the facts. On July 1, share- 
holder A sold his stock to shareholder 
C. If the corporation has a profit of 
$40,000, shareholder B reports $20,000 
of income and so does shareholder C, 
the new shareholder. However, if there 
has been a loss of $40,000, shareholder 
A would have reported a $10,000 
loss, as would C, and B would report a 
loss of $20,000. When there is a loss, it 
Must be prorated among all persons 
Who were shareholders during the 
taxable year. 

“A shareholder can deduct his share 
of the corporation’s loss only to 
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the extent of the tax basis of his stock 
and corporate indebtedness owed to 
him at the close of the taxable year 
of the corporation. If the shareholder 
has invested $5,000 in a corporation 
through the purchase of stock and the 
corporation has a loss of $6,000 for the 
taxable year, he may only deduct $5,- 
000 on his individual income tax re- 
turn, since that amount is the extent 
of his basis for stock in the corpora- 
tion. The $1,000 will be lost. However, 
this result can be avoided if the 
shareholder makes a loan of $1,000 to 
the corporation prior to the end of the 
year.” 

In commenting on how to preserve 
a subchapter S election once it has 
been made, Mr. Elder warned that an 
involuntary revocation of an election 
might be quite disastrous to some of 
the shareholders. “It follows that a 
skillfully drawn buy-sell or restrictive 
stock agreement is a necessity. The 
agreement should restrict the transfer 
of stock so that the present sharehold- 
ers have first refusal rights concern- 
ing the purchase of stock from the 
selling shareholder. It should also con- 
tain a restriction whereby the stock 
may be transferred only to an indi- 


vidual who will consent to the election. 
Without some type of restrictive agree- 
ment, one shareholder could dispose 
of his stock in such a manner as to 
effect a revocation of the election to 
the detriment of .the other sharehold- 
ers.” 


Terminating Election 


Mr. Elder pointed out that once an 
election to file under subchapter S 
is made, it remains in effect until it 
is terminated. An election does not 
have to be filed every year. If neces- 
sary, however, the election may be 
terminated under any of the following 
circumstances: 

—Failure of a new shareholder in 
a corporation to consent to the election 
within 30 days of the day he becomes 
a shareholder. Therefore, if C becomes 
a shareholder in a corporation for 
which an election has been filed, C 
must file his consent to the election 
not later than 30 days from the date 
he becomes a shareholder. If he does 
not file such consent, the election ter- 
minates for all shareholders. 

—A voluntary revocation. All of 
the shareholders may agree to revoke 
the ele&tion by filing a consent to do 
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so. The revocation must be made in 
the first month of the taxable year to 
be effective for that period. In other 
words, if a corporation reports its in- 
come on a calendar year basis, the 
voluntary revocation must be made 
no later than Jan. 31 to be effective 
for the current year. If it is made after 
Jan. 31, the revocation applies for the 
following taxable years and succeeding 
years. 


Ceases To Be Small 


—The corporation ceases to be a 
small business corporation as indicated 
earlier, that is, if it gets more than 10 
shareholders, a shareholder is a non- 
resident alien, a corporation or part- 
nership, or a corporation has gross 
receipts from personal holding com- 
pany income, etc. 


San Francisco Actuaries Elect 


San Francisco Actuarial Club has 
elected William K. Steiner of Herman 
A. Zischke organization, president. 
William <A. Halvorson, Milliman & 
Robertson, is vice-president, and Ar- 
thur W. England Jr., Coates, Herfurth 
& England, is secretary. 
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LNL’s Family Security Forecaster brings 
a new approach to programming. Designed 
as a one-interview sale, it streamlines pro- 
gramming so effectively that the Lincoln 
Life agent can present a tailor-made plan 
in the first interview. No long hours of 
office work wasted on sales that aren’t made. 


Lincoln Life’s Family Security Forecaster 
is another reason for our proud claim that 
LNL is geared to help its fieldmen. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


“Meet Mr. Lincoln”... 


NBC-TV February 11, 1960 


Fort Wayne, Indiana 
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One of a series of distinctive newspaper 
advertisements which will be run by the 
Institute of Life Insurance during 1960. 
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THE 5 UNIQUE 
ADVANTAGES OF 
LIFE INSURANCE 














A brand-new campaign dramatizes the 
unique advantages life insurance offers. In addition, 
it tells how saving helps hold down inflation— 
“the cruelest tax of all.” 


During 1960, the Institute of Life Insurance 
will run a new series of newspaper adver- 
tisements dramatizing the unique advan- 
tages life insurance has to offer. 


There are several reasons for this major 
educational effort by the Institute. For one 
thing, today more than ever before, the pub- 
lic needs to know the full values of life insur- 
ance. Then, too, there is need for a strong 
campaign to back up the agent in his effort 
to inform millions of new families about the 
benefits which only life insurance can 
provide. 


In order to help the life insurance busi- 


PLUS A POWERFUL, NEW 


In addition to the program on the unique 
advantages of life insurance, the Institute 
will continue in 1960 to publish advertise- 
ments designed to alert the nation to the 
dangers of inflation. And readers will be 
told what action they can take to help stop 
it. Other anti-inflation materials include: 


A full-color, 16mm sound film on infla- 
tion. “Trouble in Paradise” is a new animated 
cartoon motion picture which has been re- 
ceived with great enthusiasm by all who have 





ANTI-INFLATION PROGRAM 


Institute of Life Insurance 


Central Source of Information about Life Insurance 488 MADISON AVENUE, NEW YORK 22, N. Y. 


ness realize its full potential in this increas- 
ingly competitive and expanding economy, 
the Institute is putting major emphasis on 
the unique advantages of life insurance 
during 1960. 


This unusual series of advertisements will 
appear in 575 newspapers. The campaign 
is designed to encourage people to think 
more about their family’s security and their 
own future. 


In addition, every advertisement will 
point out the important role which life in- 
surance dollars play in expanding our econ- 
omy and holding down rising prices. 


seen it. The film, which runs 12% minutes, is 
available to help you inform others about infla- 
tion—its causes, consequences and cures. For 
further information, write the Institute of Life 
Insurance. 


An anti-inflation portfolio. This 1960 edi- 
tion contains many valuable educational aids— 
booklets, posters and speech material—de- 
signed to help you in the continuing fight 
against inflation. This portfolio is available at 
cost through your home office or association 
channels. 
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Home Office Changes 


Jefferson Standard Life 

Guy B. Phillips Jr., secretary since 
1957, has been elected 2nd vice-presi- 
dent and secretary. Before that he was 
assistant secretary and manager of the 
personnel division. 

Seth C. Macon has been promoted 
to the new position of associate agency 
manager. He served as superintendent 


of agencies and sales director before 
becoming assistant agency manager. 
He is a CLU. 

W. L. Seawell Jr. succeeds Mr. 
Macon. Mr. Seawell, also a CLU, has 
served as assistant superintendent of 
agencies and superintendent of agen- 
cies. 

Charles G. Powell Jr., assistant 
counsel, has been promoted to the new 


post of assistant general counsel. 
Junior officers appointed are Robert 
H. Koonts, assistant counsel; G. Larry 
Swaim, assistant chief underwriter, 
and Marvin M. Wynne, associate man- 
ager of the mortgage loan department. 


Knights Life 

Appointed group sales managers are 
Alf M. Firing, who is in charge of 
the Pennsylvania, Ohio, West Virginia 
and Maryland area and is headquar- 
tered at the home office, and Jack Van 
Patten, who heads the midwestern 
and western regions and operates out 
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% THE SECURITY-CONNECTICUT INSURANCE GROUP 

» & SECURITY INSURANCE COMPANY OF NEW HAVEN 

. THE CONNECTICUT INDEMNITY COMPANY 
SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 
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The best protection for future growth is to offer insurance 
competitive in form and price. The Security-Connecticut 
Group offers all forms of personal and business insurance, 
including life, accident, fire, casualty, group, automobile, 
marine, bonds. You can choose insurance designed to 
meet realistically the competition of direct writers. 


Guarantee yourself a better future — take the first step 
by writing today, and judge for yourself what TODAY’S 
Security-Connecticut Group can offer you. 


This fascinating booklet contains every 
important missile in the U. S. arsenal — 
each one in full color, identified by name, 
mission and manufacturer. And it’s a 
treasure-trove of facts about up-to-date, 
streamlined insurance for every need too! 
Your clients will want this dramatic, use- 
ful booklet — tuned to our times, tailored 


to their needs — send for it now! 
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of the western regional office in Lin. 
coln. Mr. Firing has been with Wash. 
ington National at Washington, DC. 
Nationwide Life at Takoma Park, Md, 
and Provident Life & Accident a 
Houston. Mr. Van Patten has _ beg 
general agent of American Resery 
Life for Kansas. 


Ohio State Life 


Robert W. Large has been promote 
to group sales and service supervisor 
He joined the company in 1957 a 
group home office representative. 


Fidelity & Guaranty Life 

Albert Trussell has been appointe 
assistant general manager. He ha 
been director of field relations fo 
Mutual of New York and before that 
was with LIAMA as a consultant ip 
the company relations division. He 
a CLU. 


Aetna Life 
John F. Heckman Jr., actuary, ha 
been appointed assistant vice-presi- 
dent and actuary and Burton E. Bur. 
ton, Kenneth E. Keene and F. Gilber 
Swanson, assistant actuaries, have 
been promoted to associate actuaries 


Paul Revere-Mass. Protective 

Russell M. Stobbs, associate counsel 
since 1950, has been appointed coun. 
sel. 


Protective Life Of Alabama 


Tye Culbert has been appointed 
supervisor of agencies for Tennessee, 
Kentucky and Arkansas, with head- 
quarters at the home office, and 
Bernerd C. McQuirk becomes super- 
visor of agencies for Texas, with of- 
fices at Dallas. Mr. Culbert has been 
witn state L.fe of Indiana as a su- 
pervisor and before that was with 
Commonwealth Life as field training 
consultant at Louisville. Mr. McQuirk 
has been director of agencies for Con- 
tinental Fidelity Life since 1957. He 
has also been with Gibraltar Life, 
Prudential and Connecticut General. 


Sun Life Of Canada 


C. Wallace Gowdey has been ap- 
pointed assistant manager, advertis- 
ing, and J. A. Norman becomes as- 
sistant manager, public relations. 


New England Life 
Robert J. Fitzwilliam and Frederick 
R. H. Witherby have been promoted 
from assistant counsel to associate 
counsel, and Theodore M. Buck, in the 
law department since 1957, has been 
named an attorney. 


Phoenix Mutual Life 
Howard M. Maynard has _ been 
elected insurance service secretary. 


Others promoted are William B. Lau- 
der Jr. to manager, sales training; 
Frank B. Bement to manager, collec- 
tion division; Charles H. Holmes to 
manager, investment and general at- 
counting division; Donald J. Mace- 
Kenzie to manager, data processing 
operations division; Frederick A. Os 
mers and Warren W. Phinney to man- 
agers, city mortgage division, and 
Harry B. Sheldon Jr. to manager, bond 
division. 





Columbian National Life 


Russell E. Dexter has been a> 
pointed assistant director of sales. Be 
fore joining Columbian National 
1958, he was associate manager @ 
Travelers at Hartford, Boston and l@ 
Angeles. y 

Gerard A. Vicino, who has be@ 
with the company since 1956, has be@ 
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‘tuary. He formerly was with 
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Willia: n A. McMahon, assistant sec- 
retary and manager of the claims de- 
partment, becomes assistant counsel. 


Massachusetts Mutual 

Laurence R. Wallace, executive vice- 
president and general manager of the 
Forbes & Wallace department store 
in Springfield, has been elected a di- 
rector to succeed Ogden R. Reid, who 
has resigned. Mr. Reid is U.S. am- 
bassador to Israel. 
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CANADA LIFE stockholders have 
elected Nathanael V. Davis a direc- 
tor. He is president of Aluminium Ltd. 

Philip R. Pepper has been ap- 
pointed associate superintendent of 
the estate service division. He was 
formerly assistant superintendent for 
eastern United States. He has been 
with the company since 1948. 


NORTHERN STATES LIFE of Mil- 
waukee has appointed John R. Paulus 
superintendent of agencies. He has 
been in sales management work for 
the past 12 years with New York Life 
and New England Life at Madison, 
Green Bay and Milwaukee. 


KENTUCKY CENTRAL L.&A.— 
Paul T. Carr and Richard M. Carter 
have been named vice-presidents and 
operating committee members. E. W. 
S.effy has been named vice-president. 


MID-AMERICA LIFE of Oklahoma 
City has appointed Lee D. Pennington 
superintendent of agencies. 


FIDELITY INTERSTATE LIFE has 
elected David S. Zelitch, former agen- 
cy director, to vice-president and 
director of A&H agencies. 


Anchell Endorsed For NALU 
Trustee By N.Y.C. Agents; 


Already Has State Backing 

New York City Underwriters Assn. 
has endorsed Charles Anchell, agent 
of New York Life, 
as a candidate for 
NALU trustee. Mr. 
Anchell’s prior en- 
dorsement by the 
New York state 
association was re- 
ported in the Nov. 
28 issue of THE 
NATIONAL UNDER- 
WRITER. 

Mr. Anchell a 
life member of 
Million Dollar 
Round Table, has 
served the New York city association 
as director, chairman of the field agents 
advisory council, educational vice- 
president, public relations vice-presi- 
dent, administrative vice-president 
and president. He is national com- 
mitteeman. In the state association 
he is regional vice-president. 

Mr. Anchell has also been active in 
the national association. He is a mem- 
ber of NALU’s public relations com- 
mittee and chairman of the member- 
ship committee for Connecticut, New 
Jersey and New York. 

He is a national quality award win- 
ner for 13 consecutive years and a 
member of the program committee of 
MDRT. 

The New York City association has 
also appointed Robert V. McWilliams, 
Aetna Life, as general chairman of 
its annual sales congress, which will 
be held this year in the grand ballroom 
of the Hotel Astor, March 10. Theme 
of the congress will be “Successful 
Selling in the Soaring 60s.” 


Ohio State Life Has 
New Agency Award 


Ohio State Life has created a new 
agency award to be known as the 
JOSMON (junior Ohio State man of 
the month) traveling trophy. 

The trophy will be presented an- 
nually to the agency with which the 
company’s top-ranking junior agent of 
the year is affiliated. A smaller replica 
of the traveling trophy is being pre- 
sented to the winning “rookie” 
agent. 

First winner of the traveling trophy 








Charles Anchell 


is the Wayne L. Lewis Columbus 
agency. Richard M. Kremm, a mem- 
ber of the Lewis agency, was named 
winner of the 1959 JOSMON perma- 
nent trophy. 


LOMA Graduates To Hear Orsini 

Louis A. Orsini, assistant director of 
information and research of Health 
Insurance Assn., will be the speaker 
at the dinner of Society of LOMA 
Graduates Feb. 4, at the Home Life 
building, 253 Broadway, New York. 
Mr. Orsini will discuss current devel- 
opments in the A&S field. 





Glens Falls - National Life 


Integration Is Advanced 


Glens Falls has increased its stock 
holdings in National Life of Canada to 
60.2% of the outstanding shares. 

National Life has established a U. S. 
head office at Glens Falls and is ex- 
panding operations through the Glens 
Falls branch and field organization. 

As a further step in the integration 
of the two companies, M. Wallace Mc- 
Cutcheon, chairman of National Life, 
has been named a director of Glens 
Falls. 


DEMOCRACY IS NOT 





A PARTY 


ITS A 
WAY OF 
LIFE! 








ALL AMERICAN LIFE & CASUALTY 
COMPANY believes... 


—not just rent it! 


yourself and your heirs. 








larger production. 


“Building 
for 
Billions” 


. Men gravitate to what is best for them- 
selves and their families. 


. You deserve to own your own business 


. You should have vested interests for 


... You should have policies designed to 
meet the wants of your prospects. 


.. The producer should be awarded a 
greater percentage of commissions for 


... The producer should receive a greater 
percentage of renewal commissions for 
a job of quality production. “we 





Why not investigate NOW one of the most talked about 
companies in America and learn the startling facts about 
Democracy in action—through the outstanding contracts 


and policies of All American Life & Casualty Company. 
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General Offices: ALL AMERICAN BUILDING, 


WRITE: 

Mr. E. E. Ballard, President 

All American Life & Casualty Co. 
All American Bidg., 505 Park Place 
Park Ridge, Illinois. 
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Editorial Comment 


Health Checkups As A PR Problem 


Merryle Stanley Ruckeyser, who 
writes a syndicated column for the 


daily papers called “Everybody’s 
Money,” recently commented: “In 
general, life insurance companies 


nowadays are among the more social- 
ly conscious of the private enterprises. 
They go out of their way to give the 
policyholders a fair shake.” 

But then he went on to make a 
point that perhaps many others less 
tolerant and friendly would have made 
more harshly. Noting that for years 
life companies have advised periodic 
health checkups, he observed that, in 
spite of this, “many insurance people 
view with suspicion applicants for 
life insurance who disclose that they 
go to the doctor for voluntary pe- 
riodical health audits.” 

Calling this “double dealing,’ Mr. 
Ruckeyser suggested that the Ameri- 
can Medical Assn. should try to put 
an end to “such duplicity.” 

It is not an easy problem to solve, 
because if the applicant has had a 


recent health checkup, it’s only na- 
tural for the insurer to want to know, 
when underwriting his application, 
what the examination disclosed. In 
fact, there is always the chance that 
what was revealed in the periodic 
checkup was what motivated the man 
to buy the life insurance. If enough 
of this goes on, it can make itself felt 
as anti-selection. 

Yet it seems unfair to the public 
that the person who tries to take care 
of his health by periodic health 
examinations and thereby makes him- 
self a better insurance risk should 
be placed at even a trifling disad- 
vantage as compared with the more 
happy-go-lucky fellow who won’t go 
near a doctor until he thinks he’s dying. 

It may be one of those problems 
for which no really good solution will 
ever be found. But it obviously is a 
problem and one that, because of its 
widespread public relations aspect, 
should get the nearest thing to a solu- 
tion that can be devised.—W.H.F. 


Confusion That Needs Minimizing 


Now that Insurance Information In- 
stitute, representing eight non-life 
capital stock insurance organizations, 
has appointed a general manager, it 
won’t be long before the operation gets 
really rolling and the insurance world 
will have a chance to see how much 
confusion is caused by the unfortu- 
nate choice of a name that appears to 
take in far more territory than it is 
meant to. 

Despite its all-inclusive name, the 
3-I set has no connection with the 
general run of mutual fire and casu- 
alty insurers nor with such stock fire 
casualty insurance organizations as 
National Assn. of Independent Insurers. 
But the most serious confusion will be 
in the field of life insurance, because 
the 3-I is already being thought by 
some not in the know to be taking over 
the functions handled by the much 
longer established Institute of Life In- 
surance. 

Well in advance of the final selec- 


tion of the Insurance Information In- 
stitute name, President Holgar J. 
Johnson of Institute of Life Insurance 
protested against its use, pointing out 
the confusion that would inevitably 
result among newspaper writers and 
others accustomed to dealing with the 
ILI. 

These people could hardly be blamed 
for assuming that the 3-I setup, with 
its all-inclusive designation, had been 
created as the information center for 
the entire insurance industry, even 
though the news release heading car- 
ried the names of the eight member 
organizations. After all, not everybody 
outside the business can be expected 
to know that the Inter-Regional In- 
surance Conference, which is one of 
the 3-I members, has nothing to do 
with life insurance. 

Moreover, even if each news release 
heading stated prominently, “No life 
insurance company members; ask the 
Institute of Life Insurance if you want 


life insurance information,” the con- 
fusion would be only partly eliminated. 
Newspapers quoting statements by the 
3-I will simply say, “. . . according to 
the Insurance Information Institute.” 
Editors can hardly be expected to add, 
“. .. which represents many of the 
non-life insurance companies.” Hence 
readers can be expected to assume that 
Insurance Information Institute sup- 
plies information about every concei- 
vable kind of insurance, including title 
insurance and federal old age and 
survivors insurance. 

The Insurance Information Insti- 
tute’s new general manager is J. Car- 
roll Bateman, who has had extensive 
experience in public relations work. 
Insurance people on both sides of the 
fence will wish him well in his new 
position, as do we. His outstandingly 
excellent qualifications for the job give 
reason to hope that he, as the Insti- 
tute of Life Insurance is already doing, 
will do everything possible to minimize 
the; inevitable confusion arising out of 
the; name chosen for his organization. 
—R.B.M. 





Personals 


Stratford L. Morton, general agent 
emeritus at St. Louis of Connecticut 
Mutual Life, has been reelected presi- 
dent of the board of St. Louis Academy 
of Science. 


H. R. Buckman, general agent at 
Milwaukee of Old Line Life, has been 
elected a director of City Bank & 
Trust Co. of Milwaukee. 


Lewis C. Richards, Sun Life of Cana- 
da manager at Cleveland and past 
president of Cleveland Life Underwrit- 
ers Assn., has been honored by Euclid 
(O.) Junior Chamber of Commerce as 
its “outstanding boss.” 


William T. Earls, Cincinnati general 
agent of Mutual Benefit, has been 
elected a director of Southern Ohio 
National Bank of that city. 


Deaths 


TELFER MacARTHUR, retired 
chairman of Pioneer Publishing Co. of 
Oak Park, IIl., and retired director of 
Bankers Life & Casualty, died. He was 
a brother of John MacArthur, president 
of Bankers L.&C., Alfred MacArthur, 
chairman of Central Standard Life of 
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Chicago, and the late Charles 
Arthur, playwright. 


LEO D. FITZGERALD, 63, retj 
vice-president and counsel of Eq 
able Society since 















1955, died near oe 
Savannah while Ol nsura 
traveling onaNew } 
York-bound train INDIANA 
from Boca Raton, , for of th 
where he was at- sat 
tending a company -. s 
managerial con- ‘~* : 
ference. On Feb. 1, . 
Mr. Fitzgerald was 
to have taken over s 
as vice-president wd 
and general coun- leo D. Fitzg 
sel, a position he : 
was elected to in December. He joiy 
Equitable in 1917 in the auditor’s 
partment, transferred to the legal 
erence division in 1921 and was 
pointed chief of the division in 1 
Two years later he became assi Robert W. ¢ 
superintendent of the department 
policy claims and, in 1945, associgg The com! 
counsel. He was promoted to co ealth insu) 
in 1951. icies particu 
ife and hea 
MASON MAGNUM, 74, presid to 
and a founder of American Citi —_—e 
Life, died in Washington, D. C. Insurance 
Magnum also founded Citizens Honftors, who w 
Life and was its president from 1939 William 
1949. urance, Ne 
etersen, A: 
FRANCIS T. KELIHER, 57, an ates of Am 
torney in the law division and a memijianapolis; | 
ber of the administrative personnel sent here - 
Metropolitan Life, died at Brooklyf, member — 
Hospital. He joined the company j anagers Ce 
1930, later becoming manager of itis Life Und 
industrial surrender, change and f Baker A 
turities division. ertising, p' 
tion firm, w 
director of 
St k send Sr., ret 
oc Ss Equitable | 
Walsh, Conr 
cie, Ind., pre 
Bv H. W. Cornelius of Bacon, Whipp'e & ers Club; Ri 
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Aetna Life 85 # jand Bayard 
Beneficial Standard  .........0 14%, Bilual. Evansvi 
Business Men’s Assura 4) 41h . insur 
Cal.-Western States .. 115 119 on-Insur 
Commonwealth Life 21 2 jcorporators 
Connecticut General 350 366 [Herbert Re 
Continental Assuranc 153 157 lawyer: 
Franklin Life ..ccssee 73 ow, oth vk ve 
Great Southern Life 2.0... 80 4 Ndianapolis, 
Gulf Life 20 a |Seay & Th 
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Liberty National Life ...............0 60 = Four Officer 
Life 8 Casualty ..cccccscsscrsesessseseees 2042 , x : 
Life of Virginia ......... 49 —ssi | ‘Officers li 
Lincoln National Life 236 20 jof intention, 
National L. & A. ..........04 116 | Petersen, ex: 
North American, Il. . 15% 
Nw. National Life ..... 100 104 Potts, secret 
Ohio State Life ...... 66 70 retary. Only 
Old Line Life sss 89 = sen will dev 
Republic National Life 87 pany, which 
Southland Life .............. 92 91 odd Merid 
Southwestern Life ..........ceeesee 55 58 : 
Travelers 83 | Mr. Osler’: 
United, Ill. 47% - ing the Rou; 
U. S. Life 39 with 
Washington National ..........00008 52 56 ard “ghea 
Wisconsin National Life ............. 40 43 ite an 
1956 he rec 
award for tk 
C tions ["t's. 
ONVENTONS | u:. ose 
Rough Notes 
Feb. 8-10, Heaith Insurance Assn., annus] 
group forum, Drake Hotel, Chicago. Sales Co) 
Feb. 15, Insurance Economics Society, 
tive commitee, Drake Hotel, Chicago. MINNEAP 


Feb. 19-20, New York Life Underwriters, 8'INorth ms 
eral agents & managers conference, Queens Amer 
bury Hotel, Glens Falls. management 

Texas Tri-City Sales Congress. Feb. 25, Dalla (and Wives) 
Feb. 26, San Antonio, Feb. 27, Houston. meet he 

Feb. 26-27, Institute of Home Office Re Feb. 23-26. 

i i mi 
writers, midyear executive com Among th 


ing, Hollywood, Fla. : 
March 10, Boston Life Underwriters, Nefl0us prograt 
England sales conference, John tor Sout 
Hall, Boston. raham A 
March 14-16, Life Insurance Agency Ma’ . 
ment Assn., agency management confe ger Ca 


Royal York Hotel, Toronto, Canada. 
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)sler To Head New 
: eendicnapolis Health 
Sinsurance Company 


INDIANAPOLIS—Robert W. Osler, 
Mditor of the Insurance Salesman and 
vice-president of 
the Rough Notes 
Co., has been se- 
lected to head a 
new health insur- 
ance company, 
Underwriters Na- 
‘ a tional Assurance, 
Fitz gerald aimee being formed here 
by a group of 

\ prominent life in- 
surance men. No- 
tice of intention to 
form the compa- 
assistay ny was advertised 
tment ¢ here Jan. 29. é 
associa The company will be a_single-line 
, counsghealth insurer offering a line of pol- 
Fcies particularly suited to programing 
jife and health insurance. 
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Robert W. Osler 














presider 
Citizey”™ 
. C. Me Insurance men among the incorpora- 
ns Honitors, who will also serve as directors, 
MN 1939 fare William Harmelin, Continental As- 
urance, New York City; W. Harold 
Petersen, A&S superintendent of agen- 
7, aN aticies of American United Life of In- 
| a MeM¥dianapolis; Hastings A. Smith, general 
sonnel @asent here for New England Life and 
Brooklyj, member of the General Agents & 
ipany Managers Conference of National Assn. 
or Of it Life Underwriters; Donald A. Baker 
and maof Baker Associates, Indianapolis ad- 
ertising, publicity and sales promo- 
tion firm, who was formerly executive 
director of GAMC; J. Russell Town- 
send Sr., retired general agent here for 
Equitable Life of Iowa; J. Erwin 
Walsh, Connecticut Mutual Life, Mun- 
cie, Ind., president of the Indiana Lead- 
pte & Cilors Club; Richard Moser, Northwestern 
ryt yMutual Life, New Albany, Ind.; Max 
| ¢ |S. Potts, Penn Mutual, Huntington, Ind. 
% fand Bayard Somes, Connecticut Mut- 
% —‘Wilyal, Evansville. 
| a Non-insurance men among the in- 
m jcorporators and board members are 
3 [Herbert Robinson, New York City 
io [0yer; Dr. W. Foster Montgomery of 
y |Indianapolis, and Richard A. Rauch of 
a |Seay & Thomas, 
% lbankers. 
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Chicago mortgage 


: os Four Officers Named 
% i: | Officers listed in the advertisement 


2 jof intention, besides Mr. Osler, are Mr. 
‘ * Petersen, executive vice-president, Mr. 
Ya 1m fPotts, secretary, and Mr. Baker, sec- 
7 jtetary. Only Messrs. Osler and Peter- 
Bid }sen will devote full time to the com- 
7 {20y, which will be located at 1939 
sg {North Meridian Street. 
# | Mr. Osler’s experience, prior to join- 
2 ing the Rough Notes Co. in 1948, was 
xg (With Insurance R & R, Central Stand- 
43 j'td Life and Acacia Mutual Life. In 
——— 1956 he received the Elizur Wright 
award for the book “Modern Life In- 
surance.” 
Mr. Osler will continue with the 
Rough Notes Co. until March 1. 
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Sales Conference Set 
MINNEAPOLIS—More than 450 
North American L.&C. branch office 
Management and field representatives 
25. Dalls|(and wives) from 29 states and Canada 
ston. {will meet here for a sales conference, 
ce Unde Feb, 23-26. 
tee mi : 
Among those appearing on the va- 

ers, Nefl0Us programs are Charles E. Gaines, 
HancHlirector Southern Methodist Institute; 
Tahham A. Walter, Toronto branch 
ager Canadian Life; Arthur R. 
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Upgren, professor of economics and 
director bureau of economic studies, 
Macalester College; W. A. Kennedy, 
Manufacturers Life, Winnipeg; Roy 
McDonald, managing director Life Of- 
fice Management Assn.; Earl Night- 
ingale, radio and TV executive; Abi- 
gail Van Buren, columnist, and Ken- 
neth McFarland, General Motors. 

A major feature of the meeting will 
be the demonstration of electronic 
computors and methods utilized in 
handling the vast detail and paper 
work occasioned by growth of insur- 
ance activities. There also will be 
numerous workshops and _ instruction 
sessions. 


Southwestern Life 
Reveals New Policies 


Disability income protection with 
cash surrender values in one plan is 
being offered by Southwestern Life 
of Dallas as it enters the field of in- 
dividual health insurance and major 
medical coverages. 

A second feature of the plans is a 
supplementary income rider to pro- 
vide lower cost and greater flexibility 
to meet individual needs, especially 
those of a young family man. The 
rider, which is non-cancellable and 
guaranteed renewable with fixed level 
premiums throughout the income pe- 
riod selected, may be added to either 
of the two basic disability contracts. 

Designed to fit into an individual’s 
personal insurance program, the com- 
pany’s new contracts, in addition to 
the rider, are level rate and 10-year 
step rate disability income plans and 
a major medical policy. 

After premiums have been paid for 
two full years under the level rate 
plan, an insured is entitled to its full 
cash value if he surrenders the policy. 
The plan is non-cancellable and gua- 
ranteed renewable to age 65 with fixed 
level premiums. 

The 10-year step rate plan offers 
the same protection as the level rate 
plan, but has no cash values. The 
rate for this policy increases each 10th 
policy anniversary according to the 
published rate scale in the policy. This 
plan is also non-cancellable and gua- 
ranteed renewable to age 65 with 
fixed premiums. 


Metcalf Unit Hearings On 
Broad A&S Policy Changes 
Scheduled For Feb. 18-19 


Two days of hearings on a set of bills 
designed to establish sweeping changes 
in the A&S coverage of New York 
State residents have been scheduled 
for Feb. 18-19 before the Metcalf com- 
mittee in Albany. 

The bills, which have already been 
introduced in the legislature, would re- 
quire that A&S policies provide a 
minimum of 120 days of hospitaliza- 
ton, with corresponding medical and 
surgical benefits, and mandatory con- 
version from group to individual cover- 
age. One bill would require that Blue 
Cross plans make available extended 
benefit coverage for 365 days of hos- 
pitalization. 

Sen. Metcalf has also said that he 
intends to introduce a series of bills 
relating to the administrative problems 
of New York state Blue Cross plans. 
In general these proposals would have 
the effect of streamlining certain 
phases of the Blue Cross operations 
and remedy technical situations which, 
the plans contend, place them at a 
competitive disadvantage in relation to 
private insurers, Sen. Metcalf said. 








~ out in front 


A Bankerslifeman is our contact with the public. The impression 


e he creates is a reflection upon himself .. . our Company .. . and 


the entire insurance industry. He is truly the man who is “out 


in front.” 


This is why we carefully choose and thoroughly train every 


Bankerslifeman. He is taught to take a professional view of his 


® work—service becomes his watchword. He is given a thorough 


knowledge of life insurance and its many uses so he may have 


both the desire and the skill to give competent counsel and 


e service. 


A Bankerslifeman knows he is “out in front” in another way— 


e he knows his Company is one of the true pioneers in developing 


new ideas to fit the changing needs of the public. He is proud to 


say he was the first to carry the now popular Guaranteed Pur- 


e chase Option and the Wife Protection Rider in his brief case. 


BANKERS COMPANY 


DES MOINES, IOWA 
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This year, 138 Life of Georgia fieldmen are Serving as Officers 
in local and state associations of the National Association of 
Life Underwriters. The confidence placed in these men by 
their colleagues is indicative of the caliber of leadership shown 
by Life of Georgia field representatives throughout the South. 


Saye LIF INSURANCE 
Ean OF GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 
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Changes In The Field 


Guardian Life 


Edmund L. Souder Jr., agency di- 
rector for the southeast since 1959, 
has resigned to become general agent 
at San Diego. He was brokerage su- 
pervisor at San Francisco before his 
transfer to the home office in 1957. 

Heading new district agencies at Ra- 


ling and Hardy E. Fleck, respectively. 
Mr. Starling, a CLU, is an MDRT 
member. 

William H. Dietrich becomes super- 
visor at Columbus. 


Occidental Of California 


John T. Coughlin has been ap- 


leigh and Wichita are William N. Star- pointed assistant manager at Los 
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Angeles. He has been with the com- 
pany since 1958. 

Arthur T. Avnsoe has been ap- 
pointed assistant manager at Dallas. 
Formerly brokerage manager, he 
joined Occidental in 1957. 

Richard R. Brandtjen has been ap- 
pointed assistant brokerage manager 
at Milwaukee. He has been an agent 
there 


Life & Casualty 


Sidney F. Keeble Jr. has been ap- 
pointed district manager of the new 
agency at Ft. Lauderdale. His grand- 





For our field force. . . 






An 





/ 


~ 


Extra Measure 


of Recognition 


Bankers Life of Nebraska, believing that a company is only 
as strong as its sales representatives, gives an extra measure 
of recognition to those representatives at every level of 
achievement. At the pinnacle stands the Wall of Fame. Es- 
tablished for those top producers who have consistently been 
outstanding in their contribution to the company’s growth, 
this unique honor was accorded a 1959 Award of Excellence 
by the Life Advertisers Association. 


This extra measure of recognition is evident at other levels of 





BANKERS LIFE OF NEBRASKA 


LINCOLN 


achievement too, and is one of the many ways that Bankers 
Life of Nebraska provides incentive to its field force. 
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father, P. M. Estes Sr., was one of tipere. 1°. 


founders of Life & Casualty and j; 
first general counsel. Mr. Keebi 
father also was general counsel of ¢ 
company until his death in 1947. 


Mutual Benefit Life 


Appointed co-general agents 


Dean B. Brubaker at the Murrell B; 





Dean B. Brubaker Robert E. Bird 


agency in San Francisco, where } 
has been manager since 1958, apy 
Robert E. Bird at the Leaver ageng 
in St. Louis, where he has been a 
sistant general agent since 1958. M 
Brubaker, a CLU, entered the lif 
business with Northwestern Mutual g 
Omaha and joined Mutual Benefit q 
supervisor at Los Angeles. He is | 
director of San Francisco Gener, 
Agents & Managers Assn. Mr. Bir 
joined Mutual Benefit at Detroit an/ 
left the company to go with New Eng, 
land Life as sales director. 


United States Life 
Antolio C. Detto; 
Thomas E. Krap! 
and Philip W. Urs 
have been = ap. 
pointed genera! 
agents at Hunting. 
ton Station, Ney 
York. They hav 
been with Jom 
Hancock. 
George J. Duro 
has been name 
manager of a new 
agency of Chicago, 
to be called Life & Accident Agengy, 
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George J. Duros 





From left, A. C. Detto, T. E. Krapf and P. W. Uno. 


Inc. He has been with New York Life 
for 41% years. 


Tennessee Life 
J. Smith Buchanan has been named 
manager of a new agency in Odessa, 
Tex. He joined the company in San 
Angelo as general agent last year. He 
has been with Western & Southem 
Life and Prudential. 


Continental Assurance 
Von E. Wright has been nameé 
group district manager at Syracuse. 
He had been group representative 4 
the company’s Pittsburgh office. 


Prudential 
Edward J. Halusic, training com 
sultant since 1957, has been promoted 
to district manager at McKees Rocks, 
Pa. 


Colonial Life 
Bernard Ames, supervisor at Mine 
ola, N.Y., and Timothy Bello, broker- 
age supervisor, have been appointed 
assistant resident superintendents 
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ere. Mr. Ames joined the Mineola 
pgency i: 1957 and Mr. Bello entered 
ne life usiness with New York Life, 
ater becoming unit supervisor for 
New England Life in New York. 


* paul Revere-Mass. Protective 


John W. Lewis, former training su- 
pervisor in the southwestern region, 


James L. McCann John W. Lewis 


“has been appointed general agent of a 


new agency at San Antonio. He has 


also been with Travelers at St. Louis 


and Shreveport. 

Also named general agent is James 
L. McCann at Shreveport. He has been 
regional training supervisor for the 
southwest and before that was super- 
visor at Shreveport. 


State Mutual Life 


Earl R. Smith 
has been appointed 
manager at Los 
Angeles. He has 
been supervisor of 
agencies of Pacific 
Mutual since 1957. 





Eorl R. Smith 


Equitable Of lowa 
Don F. Reed has been appointed 
general agent at Wichita, replacing his 





Don F. Reed Earl V. Reed 


father, Earl V. Reed, who is returning 
to personal production. The younger 
Mr. Reed joined the agency in 1949 
and has been supervisor. Earl Reed 
was with Union Central prior to be- 
coming Equitable of Iowa _ general 
agent in 1940. 


General American Life 


Richard S. Acre 
has been appointed 
general agent in 
the Detroit multi- 
ple agencies. He 
has had 14 years of 
experience in the 
life business, eight 
of them with man- 
agement responsi- 
bilities. 


R. S. Acre 


Woodmen Accident & Life 


Alvin S. Anderson has been named 
agency manager for Utah at Salt 
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Lake City and Howard Lichty co- 
agency manager for eastern Nebraska 
at Lincoln. 

Mr. Anderson had been manager in 
Salt Lake City for West Coast Life. 
Mr. Lichty had been field supervisor 
for Travelers in Omaha. 


Mutual Of New York 


Harold E. Ro- 
han, former assist- 
ant manager and 
brokerage  super- 
visor at Miami, 
has been appointed 
manager of the 
new agency at Ft. 
Lauderdale. For 
the past year he 
has been taking 
managerial train- 
ing at the home 
office. 


Harold E. Rohan 


Franklin Life 


E. Henry McConaghy has been ap- 
pointed district manager at Wavne, 
N.J. Before joining the company, he 
was with Prudential. 

Legrand V. Carney has been pro- 
moted to district manager at Lufkin, 
Tex. He joined the company in 1958 
as special representative. 


Travelers 


Assistant branch office managers 
promoted to agency managers and 
transferred are Billy M. Askew, from 
Dallas to Waco; Lloyd A. Krone, from 
Kansas City to Topeka; Dana E. War- 
ren, from Portland, Me., to Scranton, 
Pa., and Paul A. Robbins, from Grand 
Rapids to Santa Ana. 

Remaining at the same agencies 
and also promoted to managers are 
Gordon S. Stevens, New Haven; An- 
drew S. Behrends, Amarillo; Thomas 
H. McAboy, West Palm Beach; Earl 
H. Bell, Baton Rouge; Charles W. 
Deter, Spokane, and J. Douglas Head, 
North Toronto. 

Transferred and promoted to agency 











Stuart C. Ferris 
C.L.U. 
Agency Vice-President 
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SECURITY OPDENVER 


*Security’s Planned Agency Development 


A program of agency development tailored 
for the individual agency and individual agents! 
It’s bringing results... here’s why: 
@ Planned up-to-date merchandising including LIPOA* 
and many other new plans and policies. 
 Field-tested mer handising plans includi 
visual and audio-visual aids. 
¢ Contracts with high reward for quality production 
and agency building. 
@ Planned training to insure progress for both 
agents and agency manager. 
*Life Insurance Purchase Option Agreement 
Yes, it’s a program designed with you in mind so that 
both you and Security of Denver know where we're going 
today and tomorrow. 


Security 


DENVER 2 





Life & Accident 
Company 





SECURITY LIFE BUILDING . COLORADO 








AMERICA’S INFORMAL 
BUSINESS CAPITAL 


You will find at The Greenbrier the perfect setting for 
your conference, whether it be for ten or a thousand 
people. The new, air-conditioned West Wing has an 
auditorium with a 42-foot stage, new sound and pro-, 
jection machines, splendid banquet arrangements, and 
a theatre with a CinemaScope screen. Accommoda- 
tions are magnificent; the food is gourmet fare. For 
after-session enjoyment The Greenbrier’s recreational 
facilities are unsurpassed. And our staff of experts not 
only helps in planning your program, but they also 
handle the details to carry it through successfully. 


Special Winter Rates available on request. Include a 
spacious, luxurious room and The Greenbrier’s tradition- 
ally fine meals, green fees (our courses are playable much 
of the winter), swimming in mosaic tile indoor pool, mem- 
bership in the Old White Club and gratuities to service 
personnel. EFFECTIVE DEC. 1, 1959-FEB. 29, 1960. 


FOR INFORMATION write Charles L. Norvell, Dir. of Sale :. 
Also reservation offices: New York, 17 E. 45th St., MU 2-4300 
Boston, 73 Tremont St., LA 3-4497 + Chicago, 77 W. Wash- 
ington St., RA 6-0624 + Washington, D. C., Investment Bldg.. 
RE 7-2642 « Glen W. Fawcett: San Francisco, 1929 Russ Build 
ing, YU 2-6905 « Seattle, 726 
Joseph Vance Building, MU 
2-1981 + Dallas, 211 N. Ervay. 
RI 1-6814 « Los Angeles, 510 
West Sixth Street, MA 6-7581. 


THE 


WHITE SULPHUR SPRINGS + WEST VIRGINIA 
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managers are Leslie T. Seely Jr., from 
Newark to Hackensack, and Brian W. 
Holmes, from St. Paul to Bakersfield. 

Promoted to brokerage managers are 
Frank J. Reinecke, Newark; George B. 
Rung, Jacksonville; John F. Maika, 
Dallas; Martin F. McHugh and John 
R. Van Wagoner, both at 80 John 
Street, New York. Brokerage mana- 
agers transferred are Shelley A. Grov- 
er, from Houston to Washington, D.C., 
and Harold B. Bullenkamp, from 80 
John Street to the 42nd Street office. 

Field supervisors appointed assist- 
ant brokerage managers are Tony 


HeNATIONAL UNDERWRITER 


James, Brooklyn, and James L. Hughes, 
Houston. 

Appointed supervisors are William 
C. Wilson Jr., Atlanta; Leo G. Rudolph 
Jr., Baltimore; Sydney J. Allen Jr. and 
Robert D. Jones, Chicago; Robert J. 
Shook, Cincinnati; Albert C. Wagner, 
Columbus; William L. Mask and Ar- 
liss R. Mallory, Dallas; James R. Perry, 
Dayton; Donald W. Wallace, Des 
Moines; Arthur R. Lockhart, Fresno; 
Allen H. Hoff, Grand Rapids; John P. 
Bolling and Flavil L. Colley Jr., Hous- 
ton; David Wood Jr., Hempstead, N.Y.; 
James C. Denham, Jacksonville; Jack 


E. Smith and Daryl D. Drake, Los 
Angeles and Lessely Noel, Miami. 
Also, Everett H. McClintock Jr., 
Nashville; Kenneth J. Spencer, New- 
ark; Emil F. Elges Jr., 5th Avenue, 
New York; Jack F. von Glahn, 42nd 
Street, New York; William H. Housner 
Jr. and Donald A. Rotherham, 80 John 
Street, New York; Robert G. Ingersoll, 
Oakland, Cal.; Ralph D. Kitch, Okla- 
homa City; Leonard T. Brannin Jr., 
Peoria; Richardson Murphy, Philadel- 
phia; Robert L. Radcliffe, Providence; 
Edwin J. Hayes, Richmond; Larry L. 
Klopp, St. Paul; Herbert A. West, San 
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On Great-West’s 


Single Premium Immediate Annuities 


Once again, Great-West Life has intro- 
duced across-the-board rate reductions for 
Single Premium Immediate Annuities. 
Here’s an example of an ideal income and 
investment plan at rock-bottom cost. 


There's a solution to all your annuity problems in Great-West Life's annuity portfolio. 


Asingle premium of $15,490 will purchase 
a $100 a month annuity, 10 years 
guaranteed, for a man age 65. No evidence 
of insurability is required. 


You'll find top value for your client, extra 
value for you, in Great-West’s Single 
Premium Immediate Annuities. For full 
details of new rates and commission 
scales, contact your nearest Great-West 


Life office. 


THE 


Great-Wesr Lire 


COMPANY 
MEAD OFFICE = WINNIPEG, CANADA 


ASSURANCE 
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Postal Life 


John N. Mitchell and Richard } 
Namy have been appointed gener 











Richard R. Namy 


agents at Pittsburgh. Mr. Mitchell ha _". 
been a broker since 1953. Mr. Nam. aoe 
has been with Prudential, havi + . 

joined the company in California, | eS 


| The salesn 
Lincoln National Life 


John N. Mitchell 
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stock, may 
PATRIOT LIFE has appointed th! the organiz 
following general agents: the Allie} do likewise. 
agency at New Haven, whose prin¢- y 
pals are John Caldarella, Vincent Gag} “® Broken 
liardi and Arthur Lo Schiavo; th When the 
Suburban agency at Southampton, Pa, broken laws 
headed by John Scott, Henry Larseij Stock in an 
and William James; and Stanley Jj though actu 
Kerpoe at Buffalo. eamm—or di 


e eas) 

LINCOLN LIBERTY LIFE—Richan| 0% ©2"2— 
-,{ 00 it in the 

N. Coffee has been named _ associa tion. 
manager of the company’s Golde! The Tribu 


Triangle agency at Arlington, Tex. there have 
CALIFORNIA LIFE—Stanley Djpromotions 
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Smith has been named general aget'|midwest. U 

at San Francisco. stocks were 
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Overgaard Is President > nh 
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Ot South Bend A&S Group |cthe src c 


North Central Indiana (South Bend] The new I 
A&H Underwriters Assn. has electélinsurance de 
H. C. Overgaard, Woodmen A.&Lisurance stoc 
president. J. Frank Pierce, Prudentit}The basic prc 
and R. B. Farrar, Hoosier Farm 5'| —The orig 
reau, are vice-presidents, and Ja@stock repres 





D. Kinney, Mutual Benefit H.&A. ownership in 
secretary-treasurer. 
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sh, g§Stocx Promoters 
Campbell 


Har grow Are Slowed Up By 
x “New Ill. Legislation 


fe An item on the financial page of the 
Chicago Tribune last week, describing 
1 E. Mi ow the new Illinois legislation effect- 


4 Namely. the sale of insurance stocks will 
agent 3 cut down the maneuvering room of 
es, Ill romoters, is of interest to life men. 
acher bf" the article was written by William 


ring th Clark, the Tribune’s financial editor, 
© hag who said, in part: 

Senen§ The impact of the new law becomes 

Chicag clearer if we trace the type of opera- 
= Trug tion it is designed to curb. A promoter 
and sets about lining up a dignified 
ist’ Lit} ,ame or two carrying weight locally 
nd — moy on which to prop the projected com- 

a vic pany’s reputation. Such names some- 
ing times may be found among the ranks 
‘of retired corporate or government 
executives. 

Nothing illegal is proposed or con- 
chard } templated. A life insurance operation 
1 generdf actually is organized and set in busi- 
ness. Those who are attracted into the 
f organization as backers at the outset 
Hare issued founders’ stock at a very 
flow price, perhaps $1 a share or less. 
Then a second stock issue is brought 
‘Hout for sale to the public at a higher 
price. Nothing essentially is wrong 
with that. The “founders” who do the 
work of organizing the business and 
theoretically take the greatest risk, 
probably deserve to acquire some 
equity at lower cost than the general 
public. 

All Stops Out 
The sale of the shares to the public 










"| business district with all stops out. 
The salesmen, spurred by: big commis- 
fe sions and fortified with impressive 
L. Mai literature about gains realized in other 
= Jinsurance stocks in earlier postwar 
gener years, really turn on the steam. 
yklahom When the first “public’’ issue uns 
eeding | out a second one is floated at a higher 
Tendrich price, then a third at a still higher 
resigning price if the market will bear it, and 
trate on} 8° O2- : 

produ. After a few such floatations, each 
ith th ata higher price than its predecessor, 

sine ® secondary market is likely to develop 
Madden that is sufficiently strong to enable the 

in th “founders,” if they wish, to unload 
10 years their original stock at a profit of sev- 
the com-| Talhundred percent. 
reveport At this stage, the initial promoter 
a super} team of promoters, who of course 

are among the holders of founders’ 

stock, may do just that and pull out of 
nted th} the organization to go elsewhere and 
e Alliei do likewise. 
aot GE No Broken Laws 
avo; the When they do, they leave behind no 
ton, Pa, broken laws but a lot of publicly held 
, Larset} stock in an insurance company which, 
anley Jj though actually operating, has yet to 
earn—or demonstrate that it could 
ever earn—the accolades bestowed up- 


-Richar on it in the course of its stock promo- 
associat tin 


Golde} ‘The Tribune goes on to point out that 


rex. Ithere have been a number of these 
ley Djpromotions in the south and in the 
al aget}midwest. Until last year insurance 
stocks were exempt from provisions of 
the Illinois securities laws, and as long 
it as they were kept within the state they 
did not come under the jurisdiction 
‘OUP |ofthe SEC either. 
h Bent] The new Illinois legislation gives the 
; electé]insurance department control over in- 
A.&bisurance stock issues within the state. 
udenti# The basic provisions of the law are: 
rm bl! —The original promoters cannot sell 
1 Jamstock representing more than 85% 
L.&A., ‘PWnership in the company. They must 


Ss 
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“Birth of the 
Flag,” a painting 
by early 20th cen- 
tury artist Henry 
Mosler, is pre- 
sented by Wood- 
men of the World, 
Omaha, to YMCA. 
Duplicates will be 
presented. to 
city halls, court 
houses and com- 
munity centers. 
Painting tempor- 
arily replaces 
Woodmen program 
of distributing U.S. 


he gy 





flags until 50-star flags are available. Making presentation is Woodman Presi- 
dent Howard M. Lundgren (left). Winslow M. Van Brunt, president of YMCA 
board, is accepting for his organization. 





LIA-ALC Testimony 
Vs ‘Emergency’ Act 


(CONTINUED FROM PAGE 8) 
goods, not to mention state and local 
government spending, would be an ad- 
dition to the already swollen demand 
for all types of goods and services, thus 
acting to push up prices. 

“Secondly, for the U. S. Treasury to 
provide FNMA with an additional bil- 
lion dollars this year would, of course, 
remove a billion dollars from the pro- 
jected federal surplus. Not only would 
this have an inflationary impact be- 
cause of the higher federal spending, 
but it would seriously hinder the fed- 
eral government from using fiscal pol- 
icy to combat an unsustainable boom 
in business. It is widely recognized that 
in the postwar period one of the basic 
causes of inflation has been that fed- 
eral budget surpluses have not been 
employed to aid in preventing unsus- 
tainable booms.” 


Discusses Proposed Amendments 


Mr. O’Leary then discussed several 
proposed amendments to the national 
housing act that would require FNMA 
to purchase any eligible mortgage of- 
fered to it regardless of the type of 
housing covered, prohibit FNMA from 
selling or otherwise disposing of any 
mortgage, fix the amount of FNMA 
stock that a person is required to pur- 
chase when selling a mortgage to 
FNMA, require FNMA not to pay less 
than par for any mortgage and fix the 
maximum charges or fees_ which 
FNMA may impose under the special 
assistance program for its purchase of 
a mortgage. 

“These amendments,” Mr. O’Leary 
continued, “would all contribute to 
making FNMA a primary market and 
a dumping ground, which runs counter 
to the original legislative intent and 
would not be in the public interest. 
We do not believe it would be desir- 
able to enact these amendments even 
on a temporary basis, particularly be- 
cause they cannot be justified on 
emergency grounds, as noted earlier.” 





retain at least a 15% equity so that 
they will have a stake in the conse- 
quence of the enterprise. 

—If, after distribution of the origin- 
al, or “founders” stock, the company 
wishes to sell subsequent issues at 
higher prices, approval must be ob- 
tained from the insurance department. 
If the department decides the company 
doesn’t have enough business to justify 
another stock issue or if it decides the 
proposed price is too high, it can veto 
the plan. 

—The low priced “founders” stock 
must be placed in a type of escrow and 
cannot be resold until the company 
has yielded 10% on capital and surplus 
for one year or 5% for two consecu- 
tive years. 


New Illinois Insurer 


Acme United Life is being organ- 
ized at Springfield, Ill., with 250,000 
authorized shares of stock of which 
100,000 shares are being offered to the 
public at $5. 

F. E. Skinner, one of the founders, 
said Acme United will reinsure Acme 
Life of Springfield, an assessment fra- 
ternal organized in 1936 which at 
the end of 1958 had $3.5 million in 
force and a surplus of $44,425. 
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Major Medical May 
Be Administration 
Answer To Forand 


President Eisenhower at his press 
conference Wednesday, revealed that 
the administration may be considering 
as an alternative to the Forand bill 
a plan which would provide major 
medical benefits to social security 
beneficiaries over age 65. The Forand 
bill, by way of contrast, provides Zor 
A&S benefits for the aged on a first- 
dollar coverage basis. 


Officials Are Vague 


Officials of the Health, Education 
& Welfare Department, when asked 
exactly what sort of plan the Pres- 
ident was referring to, said they were 
uncertain just what plan he had in 
mind when he told his news confer- 
ence that “There is under considera- 
tion a possible change to run up the 
[social security] taxes by one quarter 
of one percent to take care of .. 
the aged.” 

The administration, which is con- 
sidering a number of alternatives to 
the Forand bill, informed sources said, 
may be thinking about recommending 
a major medical plan. 





most 


of Premium coverage. 


annual premium basis. 





North American Building 


..-DUt the 
country s 


friendly 
company 


is still the country’s friendliest... 
gE ... and progressive, too! Note just a few of 
our most recent sales-building changes: 


e EXPANDED NON-MEDICAL LIMITS (Males and Females)\—$20,000 Ages 5 to 35, 
inclusive; $10,000 Ages 36-40, inclusive; $5,000 Ages 41-45, inclusive. 


e NEW LOWER PREMIUM RATES FOR FEMALES—ond regular rates for Waiver 






e GRADED PREMIUMS ON LEVEL TERM PLANS—for example: $50,000 Ten Year 
Term Plan, Age 35 (excluding W.P. and D.I.) is only $5.96 per 1,000 on a gross 


NORTH AMERICAN LIFE 
Pasunance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 


Chicago 3, Illinois 
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FteNATIONAL UNDERWRITER 


Conn. General Says N. Y. Law Doesn’t Prohibit Fire Subsidiary 


fire or casualty company. 

2. That the department’s interpreta- 
tion of the two sections would make 
the sections unconstitutional, by deny- 
ing to Connecticut General the equal 
protection of the laws and due process 
of law. 

Regarding the first point, the brief 
states that “express language relating 
to a controlling stock interest is ab- 
sent from sections 193(2) and 42(3).” 


(CONTINUED FROM PAGE 1) 

The brief quotes the following from 
section 193(2): 

“No alien life insurance company 
licensed to do a life insurance busi- 
ness shall, within the United States, 
and no foreign life insurance company 
licensed to do business in this state 
shall, except as stated in subsection 6 
of section 42, within or without this 
state, do any kind or kinds of business 
other than those specified in para- 


graphs 1, 2 and 3 of section 46 (life 
insurance, annuities and accident and 
health insurance).” 

Section 42(3) provides: 

“No foreign insurer shall be licensed 
to do in this state any kind of insur- 
ance business, or combination of kinds 
of insurance business, which are not 
permitted to be done by domestic in- 
surers hereafter to be licensed under 
the provisions of this chapter. No for- 








f‘oe!iny c? the summit: 


imee...:g at Colorado Springs. 


Flinders, Gordon Hallstrom, President R. E. 


President’s 
Cabinet 
in Session 


Not many insurance companies encourage their 
officers to “hunker down” with company agents 


Members of the 1959 President’s Cabinet are 
shown with Cuaran ee Mutual officers during last summer’s annual 
Left to right (back row) John Cho, Boyd 


Kiplinger, Charles 


Croley, Executive Vice President J. D. Anderson, Herman Baumgartner 
and S.:pi. of Agencies Floyd Reynolds. (Front Row) Robert Mikkelson, 
Dir. of Training Orville Surber, Floyd Chambers, Richard Sauder, 
Warren Rediger, Gordon Mackey, Abe Newman and Merle Borchert. 


ness-oriented basis and (4) interchange of ad- 
vanced underwriting techniques with subsequent 
publication to the entire field organization. 


With such progressive ideas as the President’s 
Cabinet, Guarantee Mutual coordinates its field 
operations with its over-all sales strategy. This 
concept has helped double the Company’s growth 
in the past ten years, just as it has helped many 
agents to double their income. 


and discuss over-all sales strategy and field 
problems. At Guarantee Mutual, it’s part of the 
Company’s sales philosophy. 


Every year the 12 men who have ranked high- 
est in new premiums are elected to the President’s 
Cabinet. Appointment to the Cabinet is far more 
than an honorary position, for these Cabinet 
members act in an advisory capacity at the 
agent’s level, just as does the General Agent’s 
Council at the management level. 


The President’s Cabinet achieves four pur- 
poses: (1) recognition and encouragement for 
outstanding production; (2) close contact be- 
tween home office and agents’ activities and prob- 
lems; (3) opportunity for agents to meet with 





home office monagement on an informal but busi- 








Agencies open in the following states: lowa, Ne- 
braska, South Dakota, Illinois, Texas, Wyoming, 
California, Washington, Kansas. Write to J. D. 
Anderson, Exec. Vice-President, Guarantee Mutual 
Life Company, 8721 Indian Hills Drive, 
Omaha, Nebraska. 
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of insurance business which it is jj 
censed to do in this state.” 


Life, Annuities, A&S Allowed 


Sections 191 and 196 permit a 
mestic life company to be organi 
only to do the business of life insy 
ance, annuities and A&S. 

“Thus sections 193(2) and 42(3) j, 
effect say only that a foreign life j,, stated: 
surance company may do certain kin: 
of insurance business and not other} Muntienes 
the Connecticut General brief conti, “For ™ 
ues. “Neither section contains an} existed ov 
reference whatever to a subsidian| problem. | 
affiliate, parent or other related cj) maintainec 
poration of a foreign life insura 
company, nor to the kinds of busine, 
that may be done by such a relata 
corporation. 

“Elsewhere in the insurance lay 
however, there are repeated referencg 
to parent and subsidiary corporation 
affiliates and other similar corporat 
arrangements. The very words ‘affili. 
ate,’ ‘holding company,’ ‘parent corpor. 
ation’ and ‘subsidiary’ are define 
terms (section 4). 

“Section 4 provides as follows: ., 
‘ “Subsidiary’ 
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poration, called herein the “par 
corporation.” ’ 


Existence Not Ignored 


“Accordingly, the legislature h; 
clearly spelled out its intention of tak 
ing into account, and regulating wh 
it so desired, the possible existence 
parent and subsidiary corporations, 
well as other similar arrangements, i 
a wide variety of situations. 

“Thus section 67(1) expressly refer 
to the situation where a foreign insu- 
ance company licensed in the statj? company ° 
owns the whole capital stock of anoth- "me of a c 
er insurer and provides that such inthe licensed 
vestment shall not be used to lessa| “The insw 
competition. . . tee’s_ comm: 

“Section 78(5) provides that no in-|phasizes tha 
surance company doing business in the|'ect the ins 
state shall make a loan to any directar|fusion of sir 
or officer, directly or through a sub-|*@éaged in 
sidiary. . . . Section 78(6) forbids cer-jace busines 
tain financial transactions by a sub-| (insurance 1, 
sidiary of an insurance company doing|thority can | 
business in the state.” on only if 

After citing some more statutory}Mother cor 
references to subsidiaries, the brie(/ansact such 
goes on to say: 


ingly simila: 
insurer alre 
The section 
tendent, hov 







Contrasted O 
Could Have Been Explicit ““At prese 
“If it had been intended to cover thet has no p 





business of a parent, subsidiary aj? “Travelers 


other related corporation of a foreig} (section 32.1 
insurer in sections 193(2) and 42(3)}& such pow 
it is difficult to see why expres} “‘The stat 
language was not used. It would havethe applicatic 
been an easy matter, for instance, tial under the 
have included language in section 1si}'0l by perm 
along the following lines: ‘A subsidian}" license th 
of a life insurance company may 4illifferent kin: 
only such kinds of business as maj’ has a nan 
lawfully be done by the life insuranc)**isting com 
company itself.’ ihe latter co: 
“The omission of any such languag¢le license. 
in the two sections and the repeateij¥0uld conser 
use of such express language elsewher)Ver the new 
in the insurance law clearly points \ The Connex 
the conclusion that subsidiaries wer}Mat the 193: 
not intended to be covered in sectiomPéilicant ch: 
193(2) and 42(3).” ess that a 
The brief cites legislative history wpe itted to | 
support the contention that the twipfvision cov 
sections were not intended to eovéftss that may 
the kinds of business done by a subptaforeign li 
sidiary of a foreign life company. * ointing ou 
notes that when the insurance law Tevision 
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1d to af vision ¢-acted in 1939 was being for- 
5 on mulated. its draftsmen were aware of 
of bus? the exis.ing ownership of fire and 

ine’ casualty subsidiaries by foreign life 





companics and in the years prior to 
1940 it was common practice, as it is 
today, for an insurer to own a sub- 
sidiary writing a kind of insurance the 
parent company is forbidden to write. 
The brief points out that in his re- 
port to the legislature for 1935 the in- 
surance superintendent, who was a 
member of the insurance department 
committee that produced the 1937 
tentative draft revision of the law, 
iny stated: 
‘ Mentioned Multi-Line Problem 













: “For many years controversy has 
‘T existed over the so-called multiple line 
) problem. One school of thought has 
maintained that the public good re- 
quires the rigid segregation of insur- 
ance into categories (life, fire and 
Hcasualty) which are mutually exclu- 
sive each one to the others. This has 
Tpbeen and is the prevailing rule in New 
}York and most other states and is 
sometimes referred to as the Ameri- 
can system. As a result when a group 
tengaged in one form of insurance 
business desires to enter one of the 
‘Nother fields it is necessary to form a 
new corporation for that purpose.” 

The brief continues: “Section 32.1 of 
‘* the 1937 tentative draft and the drafts- 
men’s comments thereon indicate both 
that the draftsmen were aware of the 
existing parent, subsidiary and affili- 
ate groups of insurance companies and 
that they contemplated that such group 
would continue under the new law. 
ire ha “Section 32.1, which became section 
. of tak 00 of the present insurance law with- 
1g wh out change, provided that a _ license 
ce should not be granted to any insurer 
with a name identical with or mislead- 
‘tingly similar to the name of any other 
insurer already licensed in the state. 
ly refer’ The section authorized the superin- 
n insur) tendent, however, to issue a license to 
acompany with a name similar to the 
Jname of a company already licensed if 
;, ithe licensed company gave its consent. 
“The insurance department commit- 
te’s comment on this section em- 
in-(phasizes that it was designed ‘to pro- 
ss in theltect the insuring public against con- 
director|{usion of similar names of companies 
1 a sub-jmgaged in different kinds of insur- 
yids cer-|ance business. . . . Under the present 
- a sub-| (insurance law), the certificate of au- 
ny doing thority can be refused to one corpora- 
tion only if its name is similar to 
“authorized to 
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tions, 
1ents, 











statutory|#other corporation 
he’ brie{|'tansact such business.” 


Contrasted Old And New 


“At present, then, the superintend- 
over thej‘tt has no power to refuse a license to 
jiary of? “Travelers Marine Ins. Co.” Under 
. foreigi section 32.1 of the tentative draft) he 
ad 42(3))4as such power. . . 
expres} “‘The statute makes allowance for 
11d havthe application of “fleets” of companies 
‘ance, tijill under the same ownership or con- 
‘tion 19%0l by permitting the superintendent 
ibsidiar}0 license the company engaged in a 
may 0 different kind of business, even though 
as mat has a name similar to that of an 
nsurane|xisting company, on condition that 
he latter consents to the issuance of 
language|'te license. Presumably a company 
repeate"uld consent only if it had control 
lsewhertjVer the new company.’ ” 
points ti} The Connecticut General brief notes 
ies werlat the 1939 law revision made no 
sectiompgnificant change in the kinds of busi- 
ness that a foreign life company is 
istory wpemitted to do and added no express 
the twPfvision covering -the kinds of busi- 
to eovemess that may be done by a subsidiary 
y a subp aforeign life company. 
pany. If Pointing out that the drafters of the 
. law 14°89 revision did not include any ex- 


















press language covering subsidiaries in 
sections 193(2) and 42(3) in limiting 
the kinds of business permissible for 
foreign life companies, though re- 
peatedly making express provision for 
subsidiaries elsewhere in the new 
statute, the brief states: 

“The defendant now seems to argue 
in its answering affidavits that the in- 
surance law permitted foreign life in- 
surance companies to hold controlling 


stock interests in fire and casualty in-° 


surance companies prior to 1940 but 
(contrary to the whole history and 
concept of the insurance law) there- 
after forbade acquisition of such stock 
interests, except that a ‘grandfather 
clause’ permitted retention of existing 
stock interests. 

“This is simply incorrect; the only 
‘grandfather clause’ referred to in sec- 
tion 193(2) is section 42(6). This sec- 
tion states only that the licensee may 
be continued to be licensed to do the 
kinds of insurance business which it 
was authorized to do immediately prior 
to 1940. 


Aetna, Travelers Were Limited 


“As previously stated, Aetna and 
Travelers were not licensed before or 
after 1940 to do the business of fire 
insurance or any type of casualty in- 
surance except personal injury liability 
insurance. ... There is no reference 
in section 42(6) to holding controlling 
stock interests. 

“It is simply not credible that the 
draftsmen of the insurance law in 
1939 intended to make a change in the 
existing law but made no change in 
the language of the new statute to 
spell out that intention. A contrary 
conclusion is inescapable: the 1939 re- 
vision intended no such change, and 
sections 193(2) and 42(3) do not pro- 
hibit a foreign life insurance company 
from acquiring or owning a controll- 
ing stock interest in a fire or casualty 
insurance company.” 

The brief stresses the licensing of 





University of Connecticut 
Agents Course, July 25-29, 
Is Limited To 60 Students 


The University of Connecticut has 
scheduled its 17th life underwriting 
school for July 25-29. Enrollment is 
restricted to 60 agents, who, according 
to Laurence J. Ackerman, dean of the 
university’s school of business adminis- 
tration, will attend lectures, partici- 
pate in discussions and observe class- 
room demonstrations of how agent 
problems are solved. 

Subjects included in the curricu- 
lum are deferred compensation; split 
dollar and variations; life agents and 
the sale of A&S; health and welfare 
problems; group coverage; pension and 
profit sharing; gifts to widows and 
selling life insurance to fund employe 
benefits. 

Staff of the school will consist of 
John P. Boxshus, manager of the pen- 
sion and profit sharing department, 
advanced underwriting division, of 
State Mutual Life; William B. Cornett, 
director of A&S of Prudential; James 
D. Dunning, vice-president of New 
York Life; Charles T. Kingston, gen- 
eral agent of Union Mutual Life at 
Hartford; Michael M. McKenney, di- 
rector of advanced underwriting of 
New York Life; William N. Seary, vice- 
president in charge of activities, group 
department, of Travelers, and Sidney 
O. Thompson, supervisor of the Byrnes 
agency of New England Life at New 
York. 

Information regarding fees and the 
program may be obtained from Doro- 
thy G. Lundblad at the school of busi- 
ness administration in Storrs. 


LIFE INSURANCE EDITION 





“WOW! What a sales builder! United 
Life's new REPLY-O-LETTER local direct- 
mail package lets me: set my own mailing 
schedule, choose my own letters promot- 
ing United Life's modern plans, complete- 
ly pre-sell prospects, then close the sale 
with the best in tested sales promotion 
material |" 







Free REPLY-O-LET- 
TER road atlas 
premium offer 
really motivates 
prospects to act 
and act fast. 
















UNITED LIFE AND ACCIDENT INSURANCE COMPANY 


CONCORD, NEW HAMPSHIRE @ ESTABLISHED 1913 


Write H. V. Staehle, Jr., C.L.U., Field Management 
V. President, United Life, 5 White Street, Concord, N. H. 


STATES SERVED: Cal., Conn., Del.*, 


D.C., Ind.*, La., 


Me., Md.*, Mass., Mich.*, N.H., N.J., N.C.*, Ohio*, 
Pa.*, R.1., Vt., Va.* 


*General Agency Opportunities Available 
Overseas Territories Available 
Brokerage Opportunities Available 
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The New Sound at Foundation 


Is The Sound of 


EXPANSION 


The beginning of the new year brought more than 
concrete resolutions by members of The Foundation 
Group; during January, plans have been formulated 
for the expansion of some members of the Group 
into new areas and new states. This expansion is 
almost inevitable for members of The Foundation 
Group, because of the unique opportunity to con- 
centrate virtually all plans and energies toward 
building strong and aggressive sales forces. 


FOUNDATION GROUP MEMBERS 
CAN CONCENTRATE ON EXPANSION 
BECAUSE: 


They are provided with complete, centralized home 
office services, freeing their executives of the details 
of administration and giving them access to man- 
agement planning that is looking toward orderly, 
controlled expansion. 


WRITE NOW 
FOR INFORMATION ABOUT 
THE FOUNDATION GROUP 


Atlanta 26, Georgia 
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fire and casualty companies having life 
insurance subsidiaries as “an inconsist- 
ent application of section 193(2).” 

“The term ‘life insurance company’ 
is defined by section 190 to mean any 
corporation having power to do either 
the business of life insurance or an- 
nuities,” the brief points out. “If the 
superintendent attributes the business 
of a subsidiary to its parent (as he 
must in order to reach his present in- 
terpretation that the plaintiff under 
section 193(2) may not own a fire or 
casualty subsidiary), then he must 
logically attribute the business of a life 


( WANT ADS ) 


Rates—$22 per inch per insertion—1 inch 
minimum—sold in units of half-inches. 
Limit—40 words per inch. Deadline 4 P.M. 
Friday of week before publication in Chicago 
office—175 W. Jackson Blvd. Individuals 
placing ads are requested to make payment 

















in advance. 
THE NATIONAL UNDERWRITER— 
e LIFE EDITION y 
Home Office 


REGIONAL SUPERINTENDENT 
Michigan-Ohio-Illinois 


Well established Life Company continu- 
ing rapid expansion program, now inter- 
viewing men capable of Recruiting and 
Supervising new agencies and developing 
present agencies. Opportunities in Michi- 
gan, Ohio and Illinois. Substantial salary 
based on qualifications, liberal overwrit- 
ing and expenses. Replies held in strict 

fid Send plete resume to Box 





M-10, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 








HOME OFFICE 
UNDERWRITER 


A well-known, top-ranking, 68 year old, Mid- 
western Life company has execptional oppor- 
tunity for an Assistant Home Office Underwviter. 
The company is presently handling $100 milion 
of new business, annually. Qualified men will 
assist Chief Underwriter in expanding Under- 
writing Department to meet the ever increasing 
needs of the company's enlarged field force. 
Salary commensurate with experience. College 
degree preferred, but not necessary. If you feel 
that you can qualify for this unusual opportunity 
for advancement, write in confidence, giving 
complete summary of your personal and business 
background. Write Box L-94, c/o The National 
a aaa Co., 175 W. Jackson Blvd., Chicago 











HOME OFFICE 
LIFE UNDERWRITER 


Home Office Life Underwriter wanted who de- 
sires work in Los Angeles with a progressive life 
insurance organization operating nationally. Mini- 
mum of 4 years experience in underwriting re- 
quired. Outstanding employee and fringe bene- 
fits. Solary open. Send resume stating experience 
and background, as well as salary requirements, 
to Box M-4, c/o The National Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, Ill. 








WANTED: ACTUARY 

A Pennsylvania Fraternal Life insurance Society 
has excelient opportunity for a qualified, expe- 
rienced man in actuarial field. Society is now 
using consulting actuary and desires services of 
full time actuary with executive ability. Salary 
open. Correspondence confidential. Write giving 
history and experience to Box L-69, c/o The 
National Underwriter Co. 








HieNATIONAL UNDERWRITER 


insurance subsidiary to its fire or 


casualty parent. 

“The fire or casualty insurance par- 
ent then becomes a corporation having 
power to do life insurance, and, there- 
fore, is a ‘life insurance company’ as 
defined in section 190. Having thus be- 
come a life insurance company, the fire 
or casualty insurance parent itself 
then becomes subject to the limitations 
of section 193(2) and is prohibited from 
being licensed to do business in New 
York.” 

Connecticut General also objects to 
the department’s use of Oct. 17, 1958, 
(or any other date) as the time after 
which acquisition of fire-casualty in- 
surers by life insurers would be illegal. 


‘logical And Discriminatory’ Result 


“The entire course of action taken 
by the department since 1955,” says 
the brief, “has had the effect of work- 
ing an illogical and discriminatory re- 
sult so far as regards the plaintiff, for 
which there would apvear to be no 
statutory basis but which, on the 
contrary, would seem to be against the 
plain meaning and intent of the sta- 
tute.” 

Connecticut General’s second main 
point is that the department’s interpre- 
tation of sections 193(2) and 42(3) 
makes the sections unconstitutional as 
denying the company the equal pro- 
tection of the laws and due process of 
law. 

The company argues that the de- 
partment has given Aetna Life and 
Travelers “a permanent competitive 
advantage over plaintiff (and all other 
foreign life insurance companies doing 
business in New York) by being placed 
in a privileged class to which admis- 
sion is forever closed.” 

“This is clearly the kind of arbitrary 
discrimination against which the at 
torney-general cautioned the depart- 
ment in his 1956 opinion, where he 
underscored the illegality of discrimin- 
ation caused not by the express terms 
of a statute but by its improper ex- 
ecution through duly constituted 
agents.’ ” 


Objects To ‘Privileged Class’ 


The effect of permitting fire-casu- 
alty companies to own life companies 
but not vice versa puts the former 
companies in the same privileged class 
with respect to foreign life companies 
(except Aetna Life and Travelers) in 
which the department’s interpretation 
places Aetna and Travelers with re- 
spect to Connecticut General and all 
other foreign life companies, the brief 
comments. 

The department’s interpretation, ac- 
cording to the brief, constitutes a den- 
ial to Connecticut General of due pro- 
cess of law in that it regulates the ac- 
tivities of a foreign corporation outside 
New York state in a way that bears no 
reasonable relation to any need for the 
protection of the people of New York. 

“The department itself ...in ef- 
fect admits that its interpretation bears 
no relation to any need for protecting 
New York residents, since it is will- 
ing to allow Aetna and Travelers to 
continue to do business in New York 
notwithstanding their ownership of 
fire and casualty insurance _ subsi- 
diaries,” the brief continues. 

There follows, in the brief, a tabu- 
lation showing that all three compa- 





i JE CHARTER COVERING LIFE, CASUALTY, 


i TWENTY-FOUR OTHER VARIETIES INSUR- 
ANCE. YOUR OPPORTUNITY TO ENTER CANADA 
ONE OF, IF NOT THE BEST, LUCRATIVE FIELDS. 
RE » The Mevonst Underwriter 





Y BOX M-2 
ie 4, Ul. 





| Ro., +73 ¥ eckson Bivd., Cri 


MANAGER FOR CINCINNATI 

A fine opportunity for a well qualified life in- 
surance man as Manager of our Cincinnati 
Agency. We are a large Eastern company, 
ready and able to give direct Home Office 
help in recruiting and training. Write giving 
backaround and experience. Write Box M-I8, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 











nies—Aetna Life, Travelers and Con- 
necticut General, are about the same 
age, licensed in New York for about 
the same length of time and “all three 
are of unquestioned financial sound- 
ness and repute.” 

“There is no basis upon which the 
department can argue that it is rea- 
sonable to protect the people of New 


York against one company but not th 


other two,” the brief asserts. “. ., 


is a violation of that due p 


ro 


clause for the insurance departmey) 
thus to regulate the out-of-state a 
fairs of a Connecticut company, wh ‘Compt 


the regulation is purely arbitrar 


Y ang 


wholly unrelated to the protection 4 


the people of New York.” 





‘Metropolitan Has New Weight Tables 


(CONTINUED FROM PAGE 1) 


latest figures available is that “too 
many American adults—far, far too 
many—weigh more than is good for 
them.” 

“The recently published study of the 
Society of Actuaries (Build and Blood 
Pressure Study, 1959) shows that one 
in every five men is at least 10% 
above average weight, and that more 
than one in 20 is at least 20% above 
average,” said Metropolitan’s state- 
ment. 

“But average weight, it develops, is 
not the most desirable weight. Today’s 
average American is too heavy for his 
own good. It was made clear from the 
Society of Actuaries study that peo- 
ple who are appreciably below av- 
erage weight experience the lowest 
mortality. From the findings of the 
study, the Metropolitan’s statisticians 
have constructed new standards of de- 
sirable weights.” 

The tables are given at the end of 
this article. 

If the weights associated with the 
lowest mortality are used as a stand- 
ard, about half of the men in their 
30s are at least 10% above their de- 
sirable weights and about one-fourth 
are at least 20% above them, accord- 
ing to Metropolitan. These proportions 
increase with age. For men in their 
50s, more than three out of five ex- 
ceed their desirable weights by 10% 
or more. Among young women the 
proportion exceeding their desirable 
weights is less than for men, but at 
ages beyond 40 it is as high or higher. 

Translating the percentages for men 
in their 30s into numbers of persons 
means that 6 million men in their 30s 
are 10% above their desirable weights 
and nearly 3 million are 20% or more 
above them. 

As the tables indicate, no single val- 
ue can apply to all persons of a speci- 
fied height, inasmuch as individuals 
differ in various respects, such as 
chest breadth, hip width, muscularity, 
length of trunk and other factors af- 
fecting desirable weight. In deriving 
the ranges of desirable weights for 
small, medium and large frames, use 
was made of available anthropometric 
data relating to chest breadth and hip 
width. 

In determining desirable weights, 
the first step was to consult the mor- 
tality statistics according to height 
and weight as revealed by the study, 
and estimate the ranges of weights 
corresponding to the lowest mortality 
by sex and for specific age and height 
groups. The next step was to deter- 
mine how these ranges of weights 
could be subdivided in relation to oth- 
er body measurement which bear on 
the size of the frame, such as chest 
breadth and hip width (bi-liac di- 
ameter). 

The study emphasized the extent to 
which overweight is highly associated 
with susceptibilty to arteriosclerosis, 
hypertension and diabetes, which to- 
gether are responsible for a large pro- 
portion of all chronic illness as well 
as for about half the total mortality. 
The study also showed how frequently 
overweight is found in combination 
with elevated blood pressure and how 
serious the combination of these im- 


pairments is. 
Dr. William P. Shepard, chief 


cal director, and Dr. George M. Wheat 
ley, who is in charge of the health an 
welfare division, outlined for the preg 


conference the _ continuing 
health education program of Met 
itan to persuade the millions of 


adi 
Americans who are overweight to cl 


their excess poundage through 


ble dieting under medical supervision 


Special attention now will be 


to a keep-fit campaign aimed at ep. 
couraging men past 30 to keep withiy 
their desirable weight range throug, 


a sensible plan of diet and ex 


A key activity is the distribution ¢ 


a booklet, “How to Control 
Weight,” which contains the new 
of desirable weights. It will be 


able without charge to Metropolitan; 
millions of policyholders and to th 


general public through the field 
and at company offices. 
Also available will be a smal 


fold size folder titled “Hidden Cal 
ories,” which will warn of addition 
to the diet that can throw caloric in. 


take out of balance. 


Metropolitan have also proposed ; 
10-minute cartoon movie, “Losing t 
Win,” which will be made availabk 
for TV and general educational use. 


Edward A. Lew, actuary and 


tican, said that in general the mos 


desirable weights are 15 to 25 


the average for an individual of the 


same height and frame size. 


weight is desirable, if at all, only in 


the teens. 


The desirability of this degree o 
underweight from a longevity stand 
point reflects the lessened death rate 
from tuberculosis and pneumonia, he 
said. It also reflects the fact that av- 
erage weights have been increasing 


over the years. For men, these 


gone up about five pounds in the last 


generation, though for woman it 


about the same amount. Relative mor- 


tality of overweights has stayed 
the same for 75 years. 


Following are the tables of desira- 
able weights for persons age 25 and 
over. Heights for men are with one 
inch heels; for women, with two-inch 


heels. Weights are in pounds, 
indoor clothing being worn. 


MEN 


Height Small Medium 
Frame Frame 

S63" 112-120 118-129 
3” 115-123 121-133 
4” 118-126 124-136 
5” 121-129 127-139 
6” 124-133 139-143 
bad 128-137 134-147 
8” 132-141 138-152 
9” 136-145 142-156 
10” 140-150 146-160 
11” 144-154 159-165 
6 0” 148-158 154-170 
ag 152-162 153-175 
2” 156-167 162-180 
3” 166-171 167-185 
4” 164-175 172-190 

WOMEN 

4’ 10” 92- 98 96-107 
11” 94-101 98-110 
s° 6 6o” 96-104 101-113 
ey 99-107 104-116 
= 102-110 107-119 
3” 105-113 110-122 
ed 108-116 113-126 
5” 111-119 116-130 
6” 114-123 120-135 
7” 118-127 124-139 
8” 122-131 128-143 
9” 126-135 132-147 
10” 130-140 136-151 
11” 134-144 140-155 
6 0” 138-148 144-159 
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Says NV. Y. Stand On 
App Questions Hurts 
Companies’ Defense 


(CONTINUED FROM PAGE 8) 


insurer to consult with his physician. 
This authorization, the department 
says, must be limited to the period be- 
fore the application is made. 

Mr. Lane believes this is contrary to 
the law, which holds that an applica- 
tion is an invitation to a contract. At 
present the applicant has a duty to re- 
veal what is germane that lies between 
the application and the issue of the 
olicy. 

Section 149 of the insurance law 
specifies that in determining material- 
of adult ity of fact, evidence of insurer practice 
t to el has a bearing. Heretofore, the exercise 
h sensi.) Of such practices, where the practice 
ervision) Dears OF the case, has been permis- 
e giver sive. However, in Liendenbalm vs 
| at en. Equitable Society, the court held that 
> withing it was not permissive but mandatory. 
throug The company, in this case, did not 
exercise produce the underwriting manual. The 
ution court said it had to, to make the point 
1 You effective. 
tabi Mr. Lane recalled that from 1935 to 
e avail. 1939 there were so many fake claims 
politan’ for disabilty and double indemnity that 
to th the courts came to the rule that almost 
1 d foref 22Y misrepresentation by the applicant 
in the application was material as a 
matter of law. But after 1939 the law 
was changed and the trend set in 
strongly in favor of the insured, as 
against the insurer. 

The trend, said Mr. Lane, is strong 
in every branch of insurance. He 
mentioned Begley vs Prudential as sig- 
nificant in the accidental death field. 
The New York court of appeals, re- 
versing the trial court, said there was 
need of a clear “motive” for suicide, or 
a suicide note, to prove suicide. 


The Dog Collar Case 


He also mentioned the dog collar 
case, in which the insured was mental- 
ly depressed and on one occasion went 
out to walk his dog and returned with 
the dog’s collar around his neck. He 
went out again, showed up at a nearby 
diner, where his behavior terrorized 
av-/ the patrons. The verdict was for the 
creasing} beneficiary, for double indemnity, after 
se havea policeman killed him while on- 
the last/ ly intending to frighten him by firing 
it is off} his gun. 
ve mor- 
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is Harry J. McCallion, associate gen- 
tral counsel of New York Life and 
is outgoing chairman of the insurance law 
section of the New York State Bar 









wt fHomas Thacher, who was speaker 
145-18 the section’s luncheon. Mr. McCal- 


{3218/0 was elected chairman of the sec- 
lion's executive committee. 
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New Handbook Ready 
For Me., N. H., VT. 


A new Underwriters Haadbook 
of Maine, New Hampshire and Ver- 
mont has just been published by 
the National Underwriter Co. It pro- 
vides complete and up-to-date in- 
formation on the agencies, compa- 
nies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
these states. Copies of the new 
Maine, New Hampshire and Ver- 
mont handbook may be obtained 
from the National Underwriter Co- 
pany at 420 East Fourth Street, 
Cincinnati 2, Ohio. Price $12.50 
each. 











Business Women Disability 
Policy Added To Portfolio 
By American Life Of N. Y. 


American Life of New York has 
added a business women’s disability 
policy to its portfolio. 

The policy, which has been approved 
in all states except California, Kansas, 
Massachusetts, New Jersey and Texas, 
is guaranteed renewable; contains a 
non-prorating provision; has broad 
aviation coverage; may be continued 
after age 60 at the company’s option 
and has worldwide coverage. 

Two plans are available, both of 
which contain provision for payment 
of accident total disability benefits for 
five years and sickness total disability 
benefits for either one or two years. 


51 St. Louis Agents 


Honored At Banquet 

ST. LOUIS—The 51 agents in this 
area who qualified for the designation 
of “Men of the Year” were honored by 
St. Louis General Agents & Managers 
Assn. in a banquet at the Missouri 
Athletic Club. 

Each of the qualifiers had sold at 
least $500,000 of new business or paid 
for at least $10,000 in new premiums 
last year. 

Gaines Is Speaker 


Principal speaker was Charles E. 
Gaines, Southern Methodist Universi- 
ty Institute director. 

Mr. Gaines said that in the past 25 
years an international search has been 
carried on by all people for economic 
security. In the U. S. the philosophy 
behind social security has been altered. 
Formerly, he said, social security was 
to provide a minimum income for a 
minority of the people, but now the 
concept is to provide adequate income 
for the majority. In life insurance, 
this new concept has been reflected 
in the growth of group life and pension 
plans. 


Gain For Life ‘Ins. Investors 


Net income and realized capital 
gains of Life Insurance Investors will 
approximate $625,000 for 1959. This is 
equal to 85 cents per share contrasted 
with 77 cents a share a year ago. 
Directors are expected to declare a 
dividend of about 7 cents and a capi- 
tal gains distribution of approximately 
78 cents per share, both payable early 
in March. The dividend and capital 
gains distribution will be payable in 
additional shares or in cash, at the 
option of the holder. 

President Raymond T. Smith pointed 
out that 1959 was another year of 
continued progress for life insurance. 
He stated that investment policy of 
the fund for the coming year will con- 
tinue to seek out special situations for 
capital gains. 
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Newly appointed managers of Life of North America pose for group photo 
with three home office executives. From left are David A. Stamper, Phoenix; 
William G. Ravenscroft, Albuquerque; Thomas I. Bowen, Eriton, N. J.; Leland 
T. Waggoner, vice-president sales; Rex H. Anderson vice-president, marketing; 
Richard C. Cox, vice-president, sales administration; Stewart C. V. Dickson, 
Sacramento; Frank T. Dillon Jr., Des Moines; Lawrence J. Fessler, Providence, 


and Robert F. Rink, Pittsburgh. 


Not shown, but also appointed managers, are John M. Bergin, Miami; Edward 
W. Bird, Frankfurt, Germany; Wayne K. Brenenger, Munich, Germany; Richard 
C. Bourne Washington, D.C.; Stephen M. Chase, Boston and John L. Weber’, 


Los Angeles. 





N. Y. Examiners On 
Alert For Violators 


Of Group Directive 


NEW YORK—New York department 
examiners handling triennial exam- 
inations of group-writing companies 
are on the lookout for violations of the 
department opinion, given last year, 
barring groups in which a favored few 
of the top executive and/or owners 
have amounts of coverage that bear no 
justifiable relationship to those farther 
down in the organization. 

However, the department’s position 
does not contemplate cancelling con- 
tracts in force at the time the ex- 
amination is made. There is a ques- 
tion whether this would be legally 
permissible. 

The opinion was given by Raymond 
Harris, deputy superintendent and de- 
partment counsel, as the result of an 
inquiry from New York State Assn. of 
Life Underwriters. In many cases the 
coverage on the top executives is 
$100,000 or more, while the rest, who 
may number only enough to bring the 
group up to the statutory minimum of 
10, have perhaps $5,000 each, or even 
less. 


Lutheran Mutual Agents 


Hold Three-Day Seminar 


Lutheran Mutual Life held a three- 
day general agents’ seminar at the 
home office. Fifty-three agents from 
19 states attended. . 

Opening the seminar was the first 
annual meeting of Lutheran Mutual 
General Agents’ Assn. which was 
formed last year. Final action on pur- 
poses, plans and constitutional changes 
was taken and the organizing officers 
were re-elected. The association was 
formed to co-ordinate more closely the 
sales efforts of the field force. 

The remaining sessions of the semi- 
nar covered various phases of the 
company’s 1960 plans for maximum 
sales effort and sales expansion. 


Equitable Wins Edison Foundation 
Award For Television Series 

Equitable Society’s TV series, “Our 
American Heritage,” has received an 
award for excellence in its field from 
the Thomas Alva Edison Foundation. 
The award, presented at the founda- 
tion’s annual mass media awards din- 
ner at the Waldorf-Astoria Hotel, New 
York, cited the series as “the tele- 
vision program best portraying Amer- 
ica.” 

Fordyce B. St. John, an Equitable 
director, accepted the award. 


Old Line Lite 
Reports ‘59 Results; 


Income Up, Sales Down 


(CONTINUED FROM PAGE 4) 
year and federal income tax accruals 
were reduced by $137,000 as a result 
of the new life insurance income tax 
law. 

The report emphasized that since 
the present management took office 
in 1955, surplus of Old Line has in- 
creased 15%; total income 18%; av- 
erage size policy has increased 90% 
and first year premiums have gained 
57%. Insurance in force has gone up 
26% since 1955 and new investment 
yields have risen 27% while the av- 
erage investment yield over-all has 
gained 18%. 

In a letter accompanying the re- 
port, President Mearl F. Ryan said 
the management is “confident we will 
have a substantial majority supporting 
management at the annual meeting.” 

He describes the current condition 
of the company as one which continues 
to be attractive to stockholders, say- 
ing: “The original stock shows an ap- 
preciation of 10 times the original in- 
vested capital. Net additions to surplus 
from 1910 to 1955 averaged $40,000 a 
year, but in the last four years under 
the present management this figure 
has averaged over $75,000 a year.” 

Mr. Ryan told the news conference 
that the company now has 21 general 
agents compared with 11 in 1955, the 
year he became president. : 


Makes Dividend Option Change 

General American Life has liber- 
alized its agreement for its one year 
term insurance dividend option. Under 
the liberalization, any part of the di- 
vidend not needed for the purchase of 
one year term can be used to reduce 
premiums or be paid in cash. The de- 
posit option also continues to be avail- 
able. Election of one of the three 
options for use of left-over annual 
dividends can be made by policyholders 
on each policy anniversary. The 
change is being made retroactive, and 
new agreements are being sent to 
present policyholders who have the 
one year term dividend option. 


Arizona Group Managers Elect 


Stanley W. Mack, Paul Revere Life, 
has been elected president of Arizona 
Group Insurance Managers Assn. Oth- 
er new officers are Harry E. Bender, 
Equitable Society, vice-president; John 
R. Houser, Travelers, secretary, and 
Richard B. Koors, New York Life, 
treasurer. 
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O’Connor Stumping East, Midwest In Opposition To Forand Bill 


the impression has been created that 
the age limit can be removed without 
any increase in the .5% tax. Whether 
that actuarial calculation is any more 
realistic -than prior figures on other 
benefits remains to be seen. 


Bill Defined 


The Forand bill poses the threat of 
federal intervention into the health 
insurance field. This proposal by Rep. 
Forand of Rhode Island amends the 
social security act to provide all per- 
sons eligible for SS benefits—mostly 
those over 65 years of age—hospitali- 
zation, surgical treatment and nursing 
home care. The bill authorizes an 
increase in the present social security 
tax of .25% to each employer and 
employe and .375% for the self-em- 
ployed. 

If this proposal should become law, 
some 16 million persons, all eligible for 
social security benefits, would be af- 
fected. These millions of people 
would fall into four groups: Retired 
workers and their dependents (men 
over 65, women over 62); those still 
working beyond retirement age; the 
dependents of those who have died 
either before or after retirement, and 
persons receiving disability benefits 
and their dependents. 

All of these would be entitled to 
receive the specified benefits under a 
government-run program, with the 
government contracting to pay for the 
services they would provide. 

In this presidential election year, 
such a proposal will gather political 
support from several quarters. Some 
candidates, eyeing a political voting 
bloc of some 16 million over-65 people, 
will want to enter their compaigns 
able to show that they have “done 


(CONTINUED FROM PAGE 6) 


something for the old folks.” Others 
in Congress may take the measure at 
face value, honestly believing that it 
can deliver what it seems to promise. 

The old folks can be expected to 
lobby for stich legislation. Children 
and grandchildren, who might other- 
wise have to pay hospital bills for 
ailing parents and grandparents, can 
surely be counted on to approve the 
Forand bill. A further source of sup- 
port are those who believe that it is 
still possible to get something for 
nothing. 

Some few weeks ago the Democrat- 
ic Advisory Council, composed of a 
broad cross-section of national party 
leaders, endorsed the Forand bill as 
part of its 1960 platform, if the legis- 
lation is not enacted in this session 
of Congress. 


Favor Extension To All 


It is conceded by many supporters 
of the Forand bill that they want to 
see government-regulated health care 
eventually extended to everyone. This 
bill, if enacted would be a step in this 
direction and would establish the 
mechanism by which subsqeuent low- 
ering of the age eligibility and broad- 
ening the field of coverage could bring 
every American under a compulsory, 
government-opreated health insurance 
program—in other words, a full-blown 
program of compulsory government 
sickness insurance. 

The proponents of the Forand bill 
contend that most of the aged popula- 
tion are not able to finance their health 
care costs; that many in this group are 
unable to obtain adequate health care, 
and that the cost of insurance protec- 
tion is not only beyond the reach of 
our older people but that quality of 
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coverage is not adequate. The propo- 
nents believe this problem can only 
be solved by a government-insured 
plan which spreads the cover over 
the lifetime of all groups. 

In the fall of 1957 the U. S. Depart- 
ment of Health, Education & Welfare 
estimated that 43% of OASI benefi- 
ciaries had some form of voluntary 
health insurance. The sam2 year the 
Health Information Foundation re- 
leased a study which showed that 
less than 3% of aged persons inter- 
viewed had tried to buy health insur- 
ance and had been refused. More than 
25% of the uninsured aged had never 
thought of seeking such insurance, 
while again as many said they didn’t 
want it. 


More Reasonable Estimate 


Taking these facts into considera- 
tion, a more reasonable estimate of 
the percentage of aged persons who 
might need and want some health in- 
surance protection, and who had such 
coverage in 1957, would be at least 
51%. 

Since 1957, says the Health Informa- 
tion Foundation in a recent study, “the 
increase in health insurance for those 
65 years and over is at a faster rate 
than insurance of the rest of the popu- 
lation.” This report is well substan- 
tiated when we find one insurer now 
protecting over one million persons 
over age 65 and many other insur- 
ance companies eagerly soliciting the 
patronage of older persons. 

As of today Health Insurance Assn. 
estimates that by the end of this year 
65% of our older people who need and 
want such protection will be covered 
by voluntary health insurance, 80% 
will be covered by 1965 and 90% of our 
older population will have such pro- 
tection by 1970. 

On the question of adequacy of 
benefits, hospital expense benefits can 
be purchased ranging from $10 to $25 
per day up to one year of confinement 
and surgical benefits graded to $300. 


Cost Is Estimated 


It is estimated by actuaries that the 
benefits of the Forand bill—based 
upon the present 16 million benefi- 
ciaries—would cost approximately $2 
billion to $2.4 billion for each of the 
first and second years. As to the future 
—considering the fact it is expected 
we will have 22 million eligible aged 
by 1975—the cost of the program 
would be staggeringly high, reaching a 
figure that could well jeopardize the 
security of millions of persons de- 
pendent upon social security for their 
retirement needs. 

The bill authorizes an increase in 
present social security taxes of .25% 
each for employer and employe and 
.375% for the self-employed. Under 
the present set-up social security taxes 
are scheduled to reach 9% of payroll 
—up to $4,800 of wages—by 1969. 
However, it is realistically figured that 
the benefits of the Forand bill would 
increase social security taxes to an 
over-all cost of 11% of taxable pay- 
roll in terms of level pension costs. 

One of the most serious implications 
of such a proposal, aside from the 
cost, is the fact that it would create a 
demand for hospitalization for minor 
ailments thereby limiting the bed 
capacity of our present over-crowded 
hospital facilities for the acutely ill 
of all ages. 

The Forand bill fails in its attempt 
to solve the question of medical care 
for the aged. Of the 16 million older 
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aged Americans today more than { LY. \, 
million men and women are either ng) 
covered nor eligible for social socal J ebais 
This large segment would receive ySqieS 
assistance under this proposed legis; (CGN 
tion, yet these persons are numberg pompanies 
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area of hospital and medical care. Mr. Phill 
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tend the relationship between do) “For me 
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Names 1959’s Top Men egg 


Midland Mutual Life has namefithe trend i 
Ralph E. Beard of Fort Wayne man ih coverage. 
the year for 1959. He led all Midlanf{ “I am fir 
Mutual agents in life paid-for volumfpublic has ; 
and number of cases. He joined thjbefore we hi: 
company in 1954 and has consistentl{ Mr. Warsha\ 
ranked high in production. A questio 

Walter M. Grueser has been namtfcovered the 
first-year star, taking top hone nay be the 
among the first-year men by a wik}jaway entir 
margin. agent. It was 

Three members of the Sam Vafsurance bus: 
Elgort agency of Los Angeles werjthe needs o: 
also singled out for special recogni-|them. 
tion: Ralph L. Rosenblatt, Henry Gol 
and Philip Fass were the top three in 2 
the President’s Council, which is com- Neustein 
posed of the ten leaders in first-yea Brooklyn 
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Southland Life of Dallas has namejNew York 
John Wright of Tyler, Tex., man of4ssn. Mr. Ne 
the year for 1959. Sully Woodland «tational vice 
Kerrville, James M. Whitmire oftplaces Geo 
Wichita Falls, and Vernon F. Martisjant manager 
of Dallas were 2nd, 3rd, and 4th in}een promot 
paid business for the year. 
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ther tebaie One-Stop 
ceive nOqles Merits 
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umbere pompanies in the life business was a 
ged whl prelude to the loosening of restrictions 
e in thin life-casualty combinations. 

re. |) Mr. Phillips told how his customers 
inisterfhad insisted that he cover them in all 
ields. He became qualified both as a 


than § 


 & gor 
nts a ife and a fire-casualty agent. 
en do “For me it solved a_ prospecting 


intainegproblem,” he said. “People would call 


or general insurance, and I could then 


ir on th 

select ; cell them life too. We all have to face 
1g homithe one-stop shopping trend.” 

gover, Mr. Phillips, however, took issue 
ould thiwith the idea that the agent should 
t undelbe a mutual fund salesman. 

“My best clients make a distinction 
between a securities salesman and an 
insurance agent,” he said. Also, some 

hip béeiof the best companies are banning 
ient—thfagents who sell mutual funds on the 




















1 Caret.ide, he pointed out. 

2d. Gov Mr. Warshaw, told of his experience 
imposeijin selling all-lines. 

» patieng “Each one of us can answer a few 
ntrudingiguestions in the other’s field, then we 
mportanipring in a qualified person,” said Mr. 
ent camWarshaw. His feeling about mutual 
this hajfynds is that the agent ought to make 
, the refithe service available even if he doesn’t 
y Yathelicell them himself. 


and bi Cites Negative Factor 


rernmen) Pointing to a negative factor in 
-alth inf“across the board” selling, Mr. War- 
the field ishaw said that there are more head- 
} aches in general insurance, and if a 
jicasualty line or A&S coverage is dis- 
"continued because of bad experience, 
| the fate of the remainder of the insur- 
n jance in the package is left in doubt. 
iHowever, according to Mr. Warshaw, 
; Nameéiithe trend is clearly toward package 
e man of coverage. 
Midlanf “I am firm in my belief that the 
r volumf public has seen one-stop selling long 
ined thjbefore we have, and is pushing for it,” 
isistentlf Mr. Warshaw said. 
A question-and-answer period un- 
n nameifcovered the fear that package selling 
honorfmay be the first step toward doing 
y a Wikjaway entirely with the insurance 
agent. It was felt, however, that the in- 
am Valfsurance business must find out what 
les weftithe needs of the public are, and bill 
recogni-} them. 
nry Gold 
three HNeustein Elected Head Of 
1 is com- 
rirst-yea[Brooklyn Agents’ Assn. 
Wilbur B. Neustein, associate man- 
ager of Prudential, has been elected 
Of Yea}mesident of the Brooklyn branch of 
1s namejNew York City Life Underwriters 
man ofAssn. Mr. Neustein, who has been edu- 
ydland ofeational vice-president of the branch, 
mire djteplaces George D. Ayd, former assist- 
’. Martinfaat manager of Prudential, who has 
d 4th injteen promoted to manager and trans- 
ferred to Queens. 
———| Asa result of Mr. Neustein’s moving 
up to the branch presidency, Joseph 
‘\T lie han, Equitable Society, was elected 
rs Fiministrative vice-president; Bernard 










ytson, John Hancock, became edu- 
tional vice-president and Bernard 
pane, Aetna Life, was named a di- 
Fector. 
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Seeks To Have The 
Mich. Department 
Made A Division 


(CONTINUED FROM PAGE 11) 
of the Democratic state administra- 
tion’s projects. 

Mr. Blackford revealed his intended 
recommendation to a citizens’ advisory 
group. He has been serving as the 
governor’s research director on reor- 
ganization proposals under an existing 
statute which permits reorganizations 
within the state governmental struc- 
ture by executive order subject to veto 
by the legislature. Whether the pro- 
posed merger would be effected in 
that way or by specific legislation was 
not clearly defined but presumably the 
existing reorganizational statute would 
be used. 

The commissioner, who did not com- 
ment on the possible effect of the pro- 
posal in abolishing his own job, said 
he felt the consolidation would “save 
some money.” He said the new depart- 
ment should consist, in addition to the 
insurance department, of the banking 
department and the corporation and 
securities commission. That is the 
same pattern as has been suggested 
in the past. 

The Blackford proposal also contains 
a suggestion that other existing agen- 
cies handling somewhat similar func- 
tions might well be moved into the 
new super department. He mentioned 
the municipal finance commission and 
supervision of savings and loan asso- 
ciations, now under the secretary of 
state. He admitted the merger plan is 
opposed by the present banking com- 
missioner. 


Speaker At LIAMA Agency 
Management Conference To 
Discuss ‘Challenge Of 60s’ 


Speakers at LIAMA’s agency man- 
agement conference, March 14-16, at 
the Royal York Hotel, Toronto, will 
have as their theme “The Challenge 
of the 60s.” Among the scheduled 
speakers are T. Coleman Andrews, 
president of Fidelity Bankers Life; 
Warren M. Pace, agency vice-president 
of Atlantic Life; Lawrence Leland, 
vice-president and manager of agen- 
cies of American United Life, and J. 
Harry Wood, LIAMA’s managing di- 
rector. 

The meeting will also include panel 
discussions on audio visual aids, prod- 
uct development, second line manage- 
ment and field and home office man- 
power. 


International Claim Assn. 


Names Committee Chairmen 


International Claim Assn. has ap- 
pointed the following committee chair- 
men: 

Jerome A. Boyer, Northwestern Mu- 
tual Life, program; Gordon C. Donley, 
Crown Life, entertainment; William 
R. Hughes, Commercial Travelers, 
transportation; Allyn L. Baker, Massa- 
chusetts Mutual, hotel accommoda- 
tions; Joseph C. Dodge, Old American, 
auditing; Lawrence B. Gilman, John 
Hancock, law; Edmund W. Sours, 
Aetna Life, group and E!mer J. Ras- 
mussen, Continental Casualty, personal 
A&S. 

Also, Fred R. Gibney, Prudential, 
life; George W. Lane Jr., Metropolitan 
Life, Health Insurance Council; Ken- 
neth C. Berry, Lumbermens Mutual 
Casualty, lay adjusters; Raymond C. 
Williams, Mutual of New York, public 
relations, and Godfrey M. Day, Con- 
necticut General, service claims liai- 
son. 





A WELL-BALANCED COMPANY 


NEW BUSINESS IN 1959 SETS RECORD 


Sales by Fidelity Field Force produced a record high of 
$152,000,000 new business in 1959. 


This represents a 10% increase over 1958, which was 
the previous high for the Company. 








IN THE PAST TEN YEARS 


Insurance in force a 
December 31, 1959 
over $1,240,000,000 


Paid production has increased each year 
— achieving an over-all gain of 148% 
for the period 


e Insurance in force has increased 99% 
Assets over 


$360,000,000 = e Assets have grown 56% 
= 


= 
SSS 


ile ot Business exceptionally high 





The 
FIDELITY MUTUAL 


LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 
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CENTRALIZE 
INSURANCE NEEDS 


with 


CENTRAL 


ASSURANCE COMPANY 


COLUMBUS, OHIO e SINCE 1917 
Joun D. Suarer, President 


LIFE e ACCIDENT AND HEALTH 


Agencies — Ohio C3 Indiana ¢ Virginia 
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The Equitable Life 
of George E. Haney 
in Columbus, Ohio 


see ecenemsoot 


se temas peer 


A Former Schoolteacher, George knows the 
value of study. He has recently passed all his 
CLU exams, 















“A Good Salesman ought to be interested in everything, including 
bridge,” says George Haney. He’s the one being helped by daughter 
Eleanor, 7. Son Fred, 17, is at the left. Wife Margaret and Doug, 13, 
are at the right. 






Into the Pattern of His Life the actual 
selling fits as easy as pie. He makes a Jot 
of friends, like John Ketchum here, and 
sets them up with insurance programs. 


A Man’s Prestige somehow goes 
hand in hand with the prestige of the 
company he represents. This is why he 
is proud to be a life underwriter. It is 
a full life. And a rewarding one! 


All the Haneys participate in commu- Just Fishing keeps him re- 


nity activities, sports, and hobbies. Among laxed. So does boat-building ik iat : 
other things, George is “range boss” for in the basement... and Living Insurance is more 


the Y’s annual membership drive. handball at the Y. 


E l 
THE quitab e LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


Home Office: 393 Seventh Avenue, New York 1, N. Y. o1960 


than a need...it’s a career! 
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